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AS Up b dale AS COLOR TV! 


Today’s way to provide EARNING POWER PRO- 
TECTION is with Union Mutual’s Non-Can to age 
65. This coverage guarantees protection right up to 
retirement at age 65 and can include any or all of 8 
Optional Benefits — Partial Accident, Partial Sick- 
ness, Travel Accident, A. D. & D., Daily Hospital, Misc. 
Hospital Expense, Surgical, Acc. Medical Expense. 


AND THE PRICE IS RIGHT .... 


For example — an accountant, age 
35, Class Al with Ist day accident and 
8th day sickness for $200 a month 
benefit to age 65 costs only $50.24 
quarterly. 


WITH THESE PLUS VALUES .... 


+ Disability Definition — Insured’s Occupation for 5 





years. 
+ Seven Day Waiting Period available. 


No aviation exclusion except for pilot or crew 


member. 


Automatic Foreign Coverage up to 1 year without 


permit. 


Underwritten by 


UNION =: MUTUAL 


LIFE INSURANCE COMPANY OF PORTLAND, MAINE 
Canadian Head Office — Montreal, P.Q. 


America’s Eighth Oldest Life Insurance Company 


Rolland E. Irish, President « John R. Carnochan, Vice President in Charge of Agencies 


LIFE UNDERWRITERS SINCE 1848 
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How 
GUARANTEED 
COST 

can help 


you sell 


RETIREMENT 
INCOME LIFE 


There’s lots of Sales Appeal in Retirement 
Income Life insurance. When you show a 
prospect how this insurance takes care of two 
possible situations—dying too soon, living too 
long—he can’t help but be motivated to buy. 

Of course, he’s going to be mighty interes- 
ted in cost . . . specific cost. 

Here’s a big sales plus: when you sell 


Travelers Retirement Income Life insurance 
you can say the cost is guaranteed. 











Yes, you can quote to the penny the cost 
of the policy for any given number of years, 
and also, the exact benefits available. This is 
the kind of information prospects like. Infor- 
mation that leads to decisions to buy. 


Why not get in touch with your nearest 
Travelers Life Manager or General Agent. 
He’ll be happy to explain the Guaranteed 
Cost principle more fully and show you how 
it can lead to interviews and sales. 


THE GOOD THINGS IN LIFE ARE GUARANTEEG 


SINCE 1865, ONE OF THE 
LEADING LIFE INSURANCE COMPANIES 


HARTFORD 165, CONNECTICUT 
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N.Y. State Agents’ 
Head Hits Emphasis 


On Term Coverages 


Could Have Sold Almost As 
Much On A Permanent Basis, 
Says Desmon At Convention 


SCHENECTADY—The volume race 
among life companies and the playing 
up of term cover- 
ages were de- 
nounced unequivo- 
cally by Joseph N. 
Desmon, Continen- 
tal Assurance, 
Buffalo, in his 
presidential ad- 
dress at the fall 
meeting here of 
the New York 
State Assn. of Life 
Underwriters. 

Attacking ad- 
vertising that has 
been appearing in recent months to sell 
the consumer on term coverages, he 
referred to “double protection, triple 
protection, term-on-term with ad- 
ditional term riders; family policies 
with term on wives and children; 
group term in large and even un- 
limited amounts.” 


“Is it any wonder,” he asked, “why 
some groups are proposing group de- 
pendency term and association group 
term?” 

“Can you blame them for wanting 
to get in on something we have been 
touting and building up in all our 
propaganda? It appears as though we 
have reached the point in our adver- 
tising where life insurance with cash 
values has become old fashioned. . .” 

Mr. Desmon reported on the results 
of a research project disclosing that 
one company operating in New York 
state has as much as 82% of its 
insurance-in-force on a term or group 
basis, five companies, all operating in 
New York state, have a combined 
average of 75.4% of their total insur- 
ance-in-force on other than a life and 
endowment basis, this during an era 
of the greatest earning period in 
American history—a period during 
which savings bank deposits are at an 
all-time high. . . 





Joseph N. Desmon 


Turning to the volume race among 
companies, Mr. Desmon said: “To be 
sure, insurance in force is greater to- 
day than ever before and company 
after company, month after month, is 
creating new production records in 
terms of insurance in-force. But I 
ask—what kind of life insurance is it? 
How sound and secure is this kind of 
business, where there is either no 
cash value or where the cash values 
have been ‘milked’ or ‘violated’ to in- 
crease the volume? 

“How much of this growth could 
our industry have enjoyed if we had 
continued to sell the virtues and val- 
ues of cash values? I sincerely think 

(CONTINUED ON PAGE 20) 


Life Companies Score 
High In Number Of 
Small-Business Loans 


WASHINGTON—Nearly three- 
fourths of the total number of business 
and industrial loan authorizations by 
life companies in recent years have 
been made to business concerns in 
amounts ranging from several thou- 
sand dollars to $250,000, American Life 
Convention and Life Insurance Assn. 
of America disclosed as part of a de- 
tailed survey of life insurance company 
lending. The survey was presented to 
the House committee on small busi- 
ness which opened hearings on the 
financing problems of small business 
here Wednesday. 


The spokesmen appearing before 
the committee’s hearing on behalf of 
the two associations were James J. 
O’Leary, LIA director of investment 
research, George T. Conklin, financial 
vice-president of Guardian Life, and 
Donald C. Slichter, vice-president of 
Northwestern Mutual Life. 

The life company survey shows that 
not only was the total number of 
loan authorizations to smaller busi- 
ness concerns by the life insurance 
companies so substantial a portion of 
their total loans, but also that the 
percentage of these smaller loans in 
relation to the total number of loans 
has remained consistent since 1953. 
In that year, 78.2% of the total num- 
ber of loans to business and industry 
by the insurance companies were in 
the less-than-$250,000 bracket. This 
percentage was 74.2% in 1955, and 
73.8% at the end of 1956, the latest 
period of which complete figures are 
available. 


Equally important, the survey 
shows the actual dollar volume of 
these authorizations rose during each 
of the four years covered by the sur- 
vey. The dollar volume of loan author- 
izations of less than $250,000 totaled 
$232.3 million in 1953, $274.8 million 
in 1954, $297.6 million in 1955 and 
$308.4 million in 1956. 

According to the survey, average in- 
terest rates on all loans declined from 
4.11% in 1953 to 4% in the following 
year, but then rose—as did long-term 
interest rates generally—in the two 
succeeding years to 4.20% in 1955 and 
to 4.55% in 1956. During that period 
however the larger loans experienced 
the sharpest increase in interest rates, 
and the smaller loans the least in- 
crease. 

The survey shows that borrowers in 
the smallest category—loans of less 
than $50,000—paid only 1.22% more 
for their loans than did borrowers of 
$10,000,000 or more. Smaller loans are 
more expensive to make and to ad- 
minister, it was pointed out to the 
committee. 


Manufacturers Life has reduced the 
premium rates for family income and 
supplemental term riders. 


NALU Backs Limits 
Sought For Credit 


Insurance Coverage 


WASHINGTON—National Assn. of 
Life Underwriters has come out in 
support of the proposed ceilings on 
the amounts that can be charged the 
public for credit life and A&S cover- 
age. 

Said the NALU statement: “While 
credit insurance, properly sold, un- 
deniably benefits the insured debtor, 
it redounds equally to the benefit of 
the creditor. Consequently, we see no 
earthly reason why the latter should 
reap a profit from its sales.” 

The statement was filed with the 
National Assn. of Insurance Commis- 
sioners committee on installment sales 
and loans, which is considering a pro- 
posed model bill to regulate the writ- 
ing of such coverage. The statement 
was signed by Oren D. Pritchard, Un- 
ion Central, Indianapolis, NALU vice- 
president, and Carlyle M. Dunaway, 
NALU general counsel. 

They endorsed three suggested ad- 
ditions to a bill proposed by the Con- 
sumer Credit Insurance Assn., all 
three being designed to limit “the cost 
that debtors may be required to pay” 
for such insurance. The three sections 
would: 

1. Forbid the issuance of a policy 
“if the benefits provided therein are 
unreasonable in relation to the premi- 
um charged” or if the policy contains 
provisions “which encourage misre- 
presentation or are unjust, unfair, mis- 
leading, deceptive, or contrary to law 
or the public policy of the state.” 

2. As to credit life insurance, limit 
the charge to the debtor to a maxi- 
mum of 50 cents a year for each $100 
of initial amount of insurance in the 
case of reducing term insurance, and 
$1 a year for each $100 in the case 
of level term insurance. 

3. As to credit A&S coverage, limit 
the charge to $1.50 or less per $100 of 
the initial amount of insurance where 
the indebtedness is repayable in six 
equal monthly installments, and the 
insurance is provided under a plan 
with benefits retroactive upon com- 
pletion of a 14-day waiting period. 


However, Messrs. Pritchard and 
Dunaway questioned the proposed 
maximum charge of $1.50 per $100 for 
credit A&S insurance as being exces- 
sive and recommended that consider- 
ation be given to reducing it to a 
figure of around 50 cents per $100 of 
insurance. 

They recommended that the NAIC 
committee also consider NALU’s long- 
standing position that any regulatory 
credit insurance legislation should 
prohibit creditors and their represent- 
atives and affiliates from receiving 
any profit from the sale of such in- 
surance through commissions, divi- 
dends, premium adjustments or other 
returns of premiums. 


No Review By High Court 

WASHINGTON.—The Supreme 
Court has denied certiorari writ in No. 
180, Legg vs Mutual Benefit Health & 
Accident. 


Blue Cross Request 
For 40% Rate Boost 
Draws Fire In N. Y. 


Consultants, Labor Oppose 
Hike; Hospital, Medical Men 
Back It In 2-Day Hearing 


By JOHN B. LAWRENCE JR. 


NEW YORK—tThe application by 
Associated Hospital Service of New 
York for rate increases averaging 40% 
drew staunch support from friends 
and strong criticism from foes at a 
2-day public hearing held by the in- 
surance department. 

Superintendent Holz, who presided, 
indicated it will be some time before a 
decision is reached because his staff 
has such a large volume of testimony 
to wade through. At one point in the 
hearing, close to 500 persons jammed 
the auditorium of New York County 
Lawyers Assn. building here. Nearly 
50 had something to say for the re- 
cord. 


The Blue Cross position was pre- 
sented by Charles Garside, chairman 
and president of A.H.S. which has 7 
million subscribers in 17 counties in 
and around New York city. He said an 
insurance department audit of 1956 
operations showed a loss of $2,543,231, 
while the loss for the first nine 
months of 1957 was an additional $9,- 
895,545. Without any rate increase, 
A.H.S. probably will exhaust its en- 
tire free surplus by next June, leaving 
only the special contingent surplus 
which cannot be invaded without the 
permission of the superintendent. 

The rate increases, depending upon 
the type of contract, average 40%, 
Mr. Garside said. Fifteen percent of 
the requésted increase would cover 
anticipated rises in hospital costs over 
the next three years. A.H.S. has $29,- 
167,824 in its special contingent sur- 
plus. This amount is accumulated by 
setting aside 4% of the net premium 
income each year until that amount 
reaches 25% of the net premium of 
any calender year. A proposed amend- 
ment to the law has been filed with 
the insurance department providing 
that the special contingent surplus be 
reduced from 4% to 2% of annual 
subscription income, and that the 
maximum limit be reduced from 25% 
to 15%, Mr. Garside said. 


Blue Cross bases its request for 
higher rates on the continuing in- 
crease in hospital cost. In 1951, the 
average per diem payment for non- 
maternity care was $16.81. For the 
first nine months in 1957 it was $23.73, 
an increase of 41%. The last increase 
in A.H.S. rates was granted in 1952. 
During the five years since then, hos- 
pital costs have risen 44.67% and Blue 
Cross payments to hospitals had to be 
increased also, Mr. Garside said. 

Opposition to the requested increase 
was voiced by Martin E. Segal, New 
York consultant on welfare, health 

(CONTINUED ON PAGE 19) 
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Federal Reserve Cut In 
Discount Rate Is 
Seen As Sound Move 


The federal reserve board’s action 
in cutting the discount rate has won 
widespread approval among life in- 
surance financial experts. They re- 
gard it as being timed just ‘about right 
and not overly drastic. They point out 
that thus far the effect is largely 
psychological—it shows that the board 
is not inflexibly holding out for tight 
money, as some critics had feared. On 
the other hand, the board seems not to 
be disposed to go to anything like the 
lengths it did in 1953 in loosening up 
credit, a move that later contributed 
to the inflation that has been building 
up until quite recently. 


e 

What the effect of the federal re- 
serve board’s reversal of its course 
will have will depend more on the 
extent of its open-market operations, 
which will govern the amount of mon- 
ey the banks will have available for 
lending, according to the experts. The 
only danger, which seems unlikely to 
materialize in view of the lesson of 
1953, is that too much credit will be 
pumped into the economy now, when 
relatively few borrowers are in a po- 
sition to take advantage of it soundly, 
and then will by lying latent, to ag- 
gravate the inflationary pressure 


FieNATIONAL UNDERWRITER 


when boom conditions start to return. 
Whether the present switch from 
an inflationary condition to what is 
widely regarded as deflationary will 
influence the readiness of people to 
buy life insurance is still problema- 
tical. Much will depend on the will- 
ingness and ability of agents to 
change their sales approach to take 
advantage of the tendency to shy 
away from the stock market and mu- 
tual funds in favor of fixed-income 
investments like life insurance. 


The federal reserve board’s change 
will not make much immediate dif- 
ference in the life company invest- 
ment yields on new money, as most 
companies had anticipated some such 
action and are committed well into 
next year. Hence, they are pretty well 
cushioned against the decline in bond 
yields, which is not foreseen as being 
very sharp, anyway. 

Neither is the drop in bond prices 
seen as a source of refundings, which 
plagued life company investors in pre- 
vious periods of declining bond yields. 
As a result of these unfortunate ex- 
periences, life companies have gen- 
erally insisted on no-call provisions in 
bonds for a considerable portion of the 
term. As for older bonds without the 
no-call protection, they’re at such low 
rates that there’s no danger of their 
being called. 


Commencing on Jan. 1, Woodmen of 
the World will allow 3% interest on 
all refunds left on deposit. 





GENERAL AGENTS... 
LIFE ACCIDENT & SICKNESS 
/ HOSPITALIZATION * GROUP 


WE’RE BUILDING 
IN THESE STATES 


PENNSYLVANIA * OHIO ® ILLINOIS 


"INDIANA * MARYLAND * DELAWARE 
_/ KENTUCKY * TENNESSEE * ARKANSAS 
F LOUISIANA * MISSISSIPPI * FLORIDA 
"_. MINNESOTA * VIRGINIA * MICHIGAN 
SOUTH CAROLINA * GEORGIA 





iT WILL PAY YOU TO INVESTIGATE OUR UNUSUAL 





MONEY-MAKING PROPOSAL 


More Competitive .. . 

L.I.C.A. offers a complete portfolio — 
policies filled with unusual selling fea- 
tures—loaded with advantages you can 
get your teeth into—and really S-E-L-L! 


More Merchandising .. . 
We offer a hard-hitting, sales producing 


program, from “mail to sale”. Everything 
furnished to you without charge. 


More Advertising ... 

We help you develop sales potential 
through local advertising, direct mail, 
quality-lead programs. 


More Money For You... 

This is truly a “ground floor” situation. 
L.I.C.A.’s vigorous building program 
spells O-P-P-O-R-T-U-N-I-T-Y for you! 


WRITE 


Paul Reichart, Vice President in Charge of Sales 


Life Insurance Company of America 





Wilmington 99, Del 





oe Bath. 
. Pp 


LIFE » A and S « GROUP + HOSPITALIZATION 


Olympia 4-2474 
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High Degree Of Unanimity Marks Illinois 
Life Agents Mid-Year Meeting At Peoria 


By RICHARD G. EBEL 


Business was accomplished with a 
high degree of unanimity as agents 
moved swiftly through matters at hand 
of the mid-year meeting at Illinois 
Assn. of Life Underwriters’ one-day 
engagement last week at Hotel Pere 
Marquette in Peoria. More than 100 
agents coming from 24 of the state’s 29 
locals attended, many of whom were 
intent on knocking off two birds with 
one rock by taking in the Peoria asso- 
ciation’s sales congress booked for the 
next day. 

A good turnout munched lunch at 
the Illinois Leaders Round Table 
meeting Friday afternoon, which of- 
fered speaker Stuart A. Monroe, Mu- 
tual Benefit Life, Chicago, as an 
attractive drawing card. 

The membership of the corps of 
leading agents elected new officers 
and directors, choosing Walter O. 
Richard, John Hancock, Springfield, 
as president to succeed David Dawson, 
Home Life, Chicago. Other officers 
were Kenneth A. Mullins, Great-West 
Life, Chicago, 1st vice-president; 
J. Kenneth Elliott, Northwestern Mu- 
tual Life, Kewanee, 2nd vice-presi- 
dent; Oliver F. Little, Home Life, Chi- 
cago, as secretary-treasurer. New di- 
rectors are: Frank Van _ Auken, 
Massachusetts Mutual, Peoria; Ar- 
thur Brunk, Equitable of Iowa, Cham- 
paign; Russell Steger, New England 
Life, Chicago; Mrs. Helen Brown, 
Mutual Benefit, Danville; Lee Gleas- 
ner Jr., Massachusetts Mutual, Chi- 
cago, and Merle Mattson, Prudential, 
Chicago. 


Speaking on simplified estate plan- 
ning, Mr. Monroe emphasized the 
astronomical inheritance taxes which 
precipitate the high cost of dying, to 


Miss Lorene 
Crawford and J. 
Kenneth W yard, 
John Hancock, 
Peoria, were re- 
sponsible for much 
of the planning of 
the mid-year 
meeting at Peoria. 
Miss Crawford is 
executive sec- 
retary of the state 
association and Mr. 
Wyard is president. 





which one wag observed in sotto voce: 
“It’s hardly worth it.” Mr. Monroe 
urged agents to develop the principle 
of “cheap doHars,” using paid up at 
age 65 as an illustration of these bar. 
gain dollars. 

He said he had found that the men. 
tal inclination toward estate thinking 
of prosperous business men had not 
kept pace with their economic growth, 
To correct this backward thinking, he 
said agents must make the prospect 
see that a problem exists. “The client 
must be made to taste the problem,” 
he declared. 


“I don’t think you can solve the 
problem with the single package 
pitch,” he said, and suggested a hypo- 
thetical administration to show the 
prospect how estate planning, by com- 
bining the tax opportunities in section 
303 of the internal revenue code, 
works. His recommendations included 
wife insurance and a pour-over trust 
by which the property of the client’s 
will and his life policies would be 
“poured over” into a life insurance 
trust. 

J. Kenneth Wyard, John Hancock, 
Peoria, president of the state associa- 
tion, presided at the general business 
meeting. Agents unanimously voted to 
amend by-laws to equalize dues from 
all local associations. They also pas- 
sed a resolution directing the legisla- 
tive committee and legal counsel to 
keep in touch with the insurance 


department in regard to group cases 
sold in Illinois and to study develop- 
ments on group limits with NALU. 
Wesley P. Hermann, Union Central 
Life, Rockford, chairman of the mem- 
bership committee, presented trophies 
(CONTINUED ON PAGE 20) 





Pictured here at 
the mid-year 
meeting of Illinois 
Assn. of Life Un- 
derwriters at Pe- 
oria are (left to 
right): Lester 0. 
Schriver, manag- 
ing director of 
NALU; Margaret 
Becker, Pruden- 
tial, Chicago; and 
Glenn Lupton, 
Prudential, Peor- 
ia. Mr. Schriver 
was speaker at the 
banquet and also 
at the Peoria 
Salescapades 
luncheon the next 
day. 
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Natl. Life Of Vt. To 
Pay $15.1 Million In 
Dividends in 1958 


National Life of Vermont’s 1958 div- 
idend scale will be essentially a con- 
tinuation of the 1957 scale with the 
exception of several areas where slight 
increases have been made. 

The company has set aside $15.1 
million, up $1.2 million. About $325,- 
000 of the increase represents an 
amount beyond what would have been 
distributed if the current scale had 
been unchanged. 

Gross rates were increased from 3% 
to 3.35% on dividend accumulations, 
matured participating annuities, and 
participating settlement certificates 
covering proceeds being paid in in- 
stallments certain for a fixed period 
of years, whether or not followed by 
a life income. 

Gross rates were increased to 3.25% 
on funds held under a deposit agree- 
ment and on participating settlement 
certificates covering funds held at in- 
terest or proceeds being paid in in- 
stallments until exhausted. 

Non-renewable term policy dividends 
have been increased slightly for ages 
26 and older at issue. Five-year re- 
newable term policy dividends will be 
based upon original date of issue, in- 
stead of being determined in relation 
to the last renewal. This will produce 
a small increase in dividends during 
the first five years and a more sub- 
stantial increase thereafter. 


Navarre Instrument In 
Boost To Education 


Michigan Insurance Commissioner 
Joseph A. Navarre’s presidency of Na- 
tional Assn. of Insurance Commis- 
sioners is about to be honored by the 
insurance industry in unusual fashion. 

Through the Michigan insurance in- 
dustry advisory committee, represent- 
ative of the nearly 200 life, casualty, 
fire and fraternal insurance compa- 
nies and their agents in Michigan, a 
scholarship fund is being created to 
help employes of the Michigan insur- 
ance department broaden their knowl- 
edge in the field of insurance, com- 
patible with the best interests of in- 
surance administration. 

The scholarship fund resulted from 
a suggestion made by Commissioner 
Navarre when he was approached 
concerning plans for a banquet, which 
it has been traditional for the industry 
to give in honor of a commissioner’s 
election to the NAIC presidency. The 
commissioner expressed the belief 
that any recognition which might be 
due the occasion more properly be- 





LIFE—A&H 
TRAINING DIRECTOR 
$12,000-$15,000 


Home office position, Mid-West Company 
(population under 500,000) established 
over 25 years operating 15 State area. 

Specifications—Age range 35-42, col- 
lege degree mandatory, seven-to-ten 
years’ training experience on large scale. 
(Home or large Branch office level). Back- 
ground in Life Training highly important, 
some experience A & H and Group nec- 
essary. 

Individual should have pronounced ex- 
ecutive capabilities, or potential. 

All inquiries handled confidentially. 
EMPLOYER PAYS SERVICE CHARGE— 
MOVING EXPENSES. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St. Chicago 6, Ill. 
HArrison 7-9040 











LIFE INSURANCE EDITION 


longs to the department he represents 
than to him as an individual. He sug- 
gested that the cost of the impending 
banquet be converted into scholarship 
aid for department employes who seek 
advanced education for the improve- 
ment of their knowledge in the insur- 
ance field. 

The industry advisory committee 
responded by inviting all those plan- 
ning to participate in the banquet to 
divert the cost of their participation 
into a fund to be known as the Mich- 
igan Insurance Department Scholar- 
ship Fund. 

A trust agreement has been adopted 
for the administration of the fund and 
the determination of eligibility for 
scholarships. Trustees are Waldo O. 
Hildebrand, secretary-manager Mich- 
igan Assn. of Insurance Agents; Leslie 
B. Butler, managing director Life 
Assn. of Michigan; William C. Searl, 
executive vice-president Auto-Owners 
Insurance Co. and president of Na- 
tional Assn. of Mutual Insurance Com- 
panies; John W. Wickstrom, chief dep- 
uty commissioner Michigan depart- 
ment of insurance, and C. J. Hess, 
deputy director Michigan civil service 
commission. 
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X-17 Table Is Topic 
For NAIC Committee 
Hearing At New York 


A public hearing on the X-17 mor- 
tality table will be held Nov. 29 at 
the Commodore hotel, New York City, 
by the NAIC subcommittee on defi- 
ciency reserves and mortality tables 
review with Commissioner Sheehan of 
Minnesota as chairman. The hearings 
will begin at 10 a.m. 

Representatives of the industry and 
the public will have an opportunity 
to express views on the table, which 
was tentatively adopted by the sub- 
committee at its meeting in Chicago 
on Oct. 10. Following the hearings, the 
subcommittee will take final action 
on adoption of the table for presenta- 
tion in its report to the NAIC mid- 
year meeting in New York Dec. 2-6. 

Other conclusions reached at the 
October meeting to be included in its 
report are that the principle of defi- 
ciency reserves as set forth in the 
standard valuation law is sound and 
the statutes embodying such princi- 
ples should be retained, and that the 
continued improvement in mortality 
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since compilation of the CSO table of 
1941 indicates the need of a new raor- 
tality table. 


Croland Denies Guilt 
In Welfare Fund Case 


William H. Croland, former vice- 
president of C. J. Simons & Co. agen- 
cy of Newark, has pleaded innocent 
in superior court at Newark to an in- 
dictment charging him with mishan- 
dling group policies issued through the 
agency to 17 labor unions. He was re- 
leased in $2,500 bail for trial March 3. 

Mr. Croland and 11 others were in- 
dicted by an Essex county, N.J., 
grand jury on charges of conspiring to 
convert $95,289 from union welfare 
funds. Among the co-defendants are 
insurance brokers and union officials. 


Auburn C. Lambeth Named 


By Purdue Institute 


Auburn C. Lambeth has been ap- 
pointed assistant director of Life In- 
surance Marketing Institute at Pur- 
due university. A former professional 
football player, he entered the busi- 
ness in 1954 at Charlotte, N.C. He 
joined Prudential at Atlanta in 1956. 
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Effect Of Volume 
Scramble Hit By 
Canadian Leader 


Trends in the insurance business 
today which disturb Canadian agents 
were presented at LIAMA’s annual 
meeting in Chicago, by Stewart M. 
Scott, president of Life Underwriters 
Assn. of Canada and an agent of Can- 
ada Life at Winnipeg. 


One problem uppermost in their 


FteNATIONAL UNDERWRITER 


minds is the emphasis recently given 
to selling for its own sake to the 
neglect of “the fundamental purposes 
of life insurance.” Mr. Scott said he 
felt that increasing the amount of 
business in force is important, but 
equally important are the methods by 
which volume is gained. 

“It appears to us that in this scram- 
ble to achieve ever mounting totals 
of new business each year, the man 
in the field can be caught up with the 
glamour and glory attached to volume 
achievement to the point where he 


Success 


may be persuaded to relinquish those 
high ideals which may first have at- 
tracted him to our business,” he said. 

An agent who has succumbed to this 
trend can become a liability to the 
business in two ways. If volume is 
his only goal his selection methods 
and underwriting standards may cause 
heavy lapsation. If he becomes disil- 
lusioned he is more than likely to be- 
come a failure. 

Mr. Scott observed that “the new 
man inducted into our business with 
the true conception of the service life 
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insurance can render to his felloy, 
men will survive the buffetings whig, 
this calling of ours metes out, 
he who is encouraged to seek only . 
— rewards and volume glory wij 
ail.” 

Volume is important in the sales pi. 
ture, he said, but it should be volume 
which results from meeting the try 
needs of clients. Insurance sold shoul 
be arranged “so that those whom oy 
client intends to benefit will receiy, 
the maximum ultimate values as the 
result of our efforts to serve.” 

If this concept were applied, he sug. 
gested, there would be no need for 
sales contests, special graded-premj. 
um policies and other “quick salg 
inducements.” 

He urged the life insurance business 
to keep in mind its true purpose which 
he said is to persuade men to make 
present sacrifice for future independ. 
ence from private or public charity, 

Present tendencies to emphasize the 
technique of selling rather than the 
real reasons for buying are another 
aspect of the problem as Mr. Scot 
sees it. 

“Is it possible that we in the field 
armed to the teeth with all the me. 
chanical gadgets that a skillful ang 
ingenious agency staff can devise, can 
fail repeatedly, simply because we 
don’t have a firm acquaintance with the 
basic motives that move ordinary hu- 
man beings to action?” he asked. By 
playing the “angles,” by being overly 
clever, agents and companies lose sight 
of their goal and their road to real 
success, he said. 


Pierce Heads a CLU 


Chapter At Eugene, Ore. 


Clyde E. Pierce, B.M.A., is presi- 
dent of the newly organized Eugene, 
Ore., chapter of CLU. Other officers 
are Bernice M. Downie, New York 
Life, vice-president and W. K. Scar- 
vie, secretary-treasurer. Directors in- 
clude E. A. Danielson, Standard of 
Oregon; G. C. Gilbert, Mutual Benefit 
Life, and Albert W. Herrman, West- 
ern Life. 


Ecker And Shanks Named Among 


50 Top Business Men in U. S. 

Presidents Frederic W. Ecker of 
Metropolitan Life and Carrol M. 
Shanks of Prudential have been named 
among the nation’s 50 foremost busi- 
ness leaders in a nationwide poll by 
Forbes magazine. They were the only 
insurance men selected. 

The 50 leaders were feted at a din- 
ner in New York. Selection was made 
through voting among the nearly 250,- 
000 business executives who read the 
magazine and among the members of 
trade associations representing major 
segments of business and industry. 


PAUL TEMPLE 
AND ASSOCIATES 


INSURANCE ANALYSTS 


Purchase, Re-Insurance 

and/or Merger of Life, Fire and 
Casualty Insurance Company's 
negotiated in confidence through 
the facilities of this 30 year 

old organization. 


CHICAGO 26, ILL. 
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LIFE INSURANCE EDITION 


Distribution-Cost Research Warrants 
Investment Of ‘Millions’, Says Furey 


Research on life insurance distribu- 
tion costs is deserving of expenditures 
on a par with the 
money that the life 
insurance industry 
has put into heart 
disease research 
and into institu- 
tional cooperative 
advertising, Presi- 
dent W. Rankin 
Furey of Berkshire 
Life said in a talk 
prepared for de- 
livery at the an- 
nual meeting of 
LIAMA in Chica- 
go. Mr. Furey was unable to be present 
and his talk was read by George D. 
Covell, agency vice-president of Berk- 
shire. } 

“No one could believe more sincere- 
ly than I do in contributions by our 
industry, in the millions, to the heart 
studies by the Life Insurance Medical 
Research Fund,” said Mr. Furey. “Nor 
could anyone believe more deeply in 
the investment in the millions, in insti- 
tutional cooperative advertising 
through the Institute of Life Insurance 
under the able direction of Holgar 
Johnson. 

“My thought is simply this: We are 
still only scratching the surface in the 
area of research in distribution costs 
which is so large a proportion of the 
total operating costs of our companies. 
I feel that the companies should, 
through this trade association, be 
pouring equally large sums into this 
all-important area of distribution costs 
in its total scope. Let’s: put our shoul- 
ders to the wheel and make it come to 
pass.” 

Recalling the difficulty that was ex- 
perienced not too long ago in getting 
backing for an expanded research pro- 
gram, Mr. Furey said that as recently 
as 1948 “I was asked to stand before 
you and the extent of my assignment 
was to see if I could arouse your in- 
terest, your action, and develop the 
demand for, and hence the money for, 
an expanded activity, and get this 
snowball rolling faster up the hill. 





W. Rankin Furey 


“My sales approach was to ask you 
many questions, a few of which I 
will repeat here. I asked, ‘Suppose the 
New York department were to call us 
in and ask what changes should be 
made in the law and to back our rec- 
ommendations with figures, histories 
of agents’ earnings, etc. Who would 
speak for us? Do we have the figures?’ 

“Well, actually they did and we did 
not have many of the answers. This 
is one of the basic reasons why the to- 
tal desired change in the New York 
law has not yet been completed—be- 
cause we did not have all the answers 
and the material we needed to prove 
our point. I asked these questions of 
agency department heads: Have you 
the basic facts about your own com- 
pany and the industry which can at all 
times give you a satisfactory answer 
to that fear that keeps agency vice- 
presidents awake at night: How can 
we guarantee that we are operating 
within the twin disasters of either 
spending too much or, more important 
Still, the assurance that we have spent 
all we should have spent to develop 
within a given year? 

“Yes, on that occasion I asked dozens 
of questions which we could not ans- 
wer. One was, ‘What are we going to 
do when the high premium per $1,000 
of that time, around $35, swings back 


(as it has) to a level more nearly $24 
or $25 per $1,000?’ I asked how would 
we fare in the inevitable inflation and 
rising costs and in the boom time con- 
dition which would have to follow 
World War II, as we knew it at that 
time, and Korea and the cold war 
which we did not expect. 

“IT asked such awkward questions 
as, ‘What does it cost to open an agen- 
cy, to develop a general agent, to put 
one full-time man in the business? 
Where does the money go in our agen- 
cies and in our home offices for the 
development of manpower? How 
much is it? Where should it go? 

“Now, that is enough of history, and 
I admit I oversimplified it. Your 
committees worked, your actuaries 
worked, and many things have been 
turned up. Most particularly, in 
LIAMA headquarters we have today 
an integrated research division which, 
with the help of both working and ad- 
visory committees and with a budget 
many times what it was 10 years ago, 
is busily attacking the many problems 
in this field. 


Major Medical Offers 
Best Way Of Covering 
Families: Siegfried 

Recent experience with an import- 
ant major medical plan indicated that 
one out of every three families cov- 
ered incur expenses during a single 
year which would entitle them to col- 
lect benefits, Charles A. Siegfried, 2nd 
vice-president of Metropolitan Life, 
told American Public Health Assn. at 
its annual meeting in Cleveland. 

The coverage is designed to give 
help were it is needed most: In cases 
where expenses are high because of 
the severity or prolonged duration of 
the accident or illness. Mr. Siegfried, 
a leading authority in the field of em- 
ployer-employe life and A&S, de- 
scribed major medical as “the most 
exciting and most promising plan so 
far developed in the long search for 
the best way to pay the family med 
ical bills.” 

Major medical plans now in opera- 
tion throughout the U.S. are provid- 
ing benefits up to $5,000 or $10,000 in 
a single year for each family member. 
He cited actual cases where benefits 
of this size have been paid as a result 
of heavy medical expenses. 

The cost of the insurance is kept at 
a reasonable level by not diluting it 
through covering cases where small 
amounts of expense are involved: 
Amounts which individuals can deal 
with directly and more effectively, Mr. 
Siegfried explained. 

The plan imposes no limitations or 
restrictions on the selection of a physi- 
cian, surgeon or nurse or on selection 
of a hospital, other than that they be 
duly licensed under any applicable 
law. There is no surgical fee schedule 
or other similar limitations which 
might effect selection of the surgeon 
or the type or quality of the service. 
The plan does not attempt to change 
the existing patterns of medical prac- 
tice and does not encourage unnec- 
essary hospital confinement. 


Reinsurance Investment 
Buys Pan-Coastal Life 


Reinsurance Investment Corp. of 
Birmingham has purchased Pan-Coast- 
al Life of Mobile. President George 
C. Wilkinson of Pan-Coastal said he 
sold his controling interest of 240,000 


shares of Pan-Coastal stock plus an 
additional 155,000 authorized but un- 
issued shares held by the company for 
a total $670,000. This represents 51% 
of the stock. 

Mr. Wilkinson formed Pan-Coastal 
in 1953 to sell life and A&S. The com- 
pany operates in Alabama, Mississippi, 
Georgia and Cuba. 

Grover C. Bryant of Birmingham 
will become Pan-Coastal’s new pres- 
ident, while Everet R. Luna of Bir- 
mingham will become secretary. Other 
officers will be elected in December. 

Reinsurance Investment Corp. was 
formed recently as a holding company 
to acquire insurance interests. 
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NAIC, FTC To Confer 
On Ad Regulation Costs 


WASHINGTON—Federal Trade 
Commission members will meet Nov. 
29 with a committee representing Na- 
tional Assn. of Insurance Commission- 
ers in a conference requested by Com- 
missioner McConnell of California. 


Mr. McConnell suggested the confer- 
ence be confined to examining FTC 
activities and expenses related to the 
regulation of 
compared with the states’ 
along that line. 


insurance advertising 
activities 
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{f Hendershot's Readers Ask: 





FieNATIONAL UNDERWRITER 


Here’s How Nussbaum Answers Client's Query 
On ‘Paying Interest On Your Own Money’ 


A. Jack Nussbaum, agent of Massa- 
chusetts Mutual Life at Milwaukee and 
immediate past president of National 
Assn. of Life Underwriters, writes: 

I was very much interested in the 
report in THE NATIONAL UNDERWRITER 
about Ralph Hendershot’s book. 

You and I know that there is noth- 
ing new about the statement that you 


... for 
your 
busy 





CLOSE CORPORATION STOCK what 


have to pay interest on your own mon- 
ey if you make a loan on your life in- 
surance. During the depression years 
this was a problem that had to be 
answered; and as a matter of informa- 
tion to you, this is the way I answered 
it at that time. Please believe me when 
I tell you it is still as good an answer 
today: 


worth? 

















clients 





“Let’s assume that you purchased 
$10,000 20-payment life at age 30. An- 
nual gross premium $358.30. Based 
upon our present dividend scale, you 
paid us $5,458.00 in 20 years. Now that 
you have reached age 50 you have 
$10,000 of paid-up life insurance. Your 
guaranteed cash value is $6,020.30. You 
then say, ‘I want to borrow my own 
money.’ So we make a loan to you of 
$5,458.00 The moment we do this for 
you, you no longer have any invest- 
ment in our company. You do have 
$4,542.00 of paid-up life insurance, in 
the event of death. 











FOUR HELPFUL MMOWNY BOOKLETS 


Many of your clients 
and prospects may have 
questions about business 

life insurance that 

demand detailed and 
time-consuming answers. 
MONY’s four booklets can 
help you give your clients a 
clear, concise, objective 
picture of the importance of 
insuring key men, 

business partners, sole 
proprietors, and close 
corporation stockholders. 

If you would like to look 
over any of the booklets 
shown, we’d be glad to 
send you a set. 

No obligation, of course. 
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I would like a set of MONY booklets on business 
life insurance. 
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“Based upon our present divideng 
scale, you will receive an annual divyj. 
dend from age 51 to age 65 ranging 
from $64.80 to $80.20 each year. Ip 
addition to this, if you wish to call a 
halt at age 65, we will give you a check 
for $2,079.30. 

“How can we possibly do all of these 
things? The answer is very simple. We 
keep your money invested at interest, 
Instead of investing your money ip 
bonds or real estate, we invest it in you, 
All we expect is that you pay us the 
interest we can get from someone else, 
Do you still feel that the 5% interest 
($272.90 a year) we are asking, is in- 
terest on your own money?” 

I found this to be an acceptable ex. 
planation in every case. 


Ind. Blue — Blue 
Shield To Hike Rates 


Rates charged Hoosiers for Blue 
Cross hospital and Blue Shield medj- 
cal insurance doubtless will be raised 
because of state gross income taxa- 
tion of the two non-profit plans, ac- 
cording to Guy W. Spring and R. §, 
Saylor, executive directors of Blue 
Cross and Blue Shield, respectively, as 
they disclosed their groups will pay 
more than $300,000 in gross income 
tax this year for the first time. 

Mr. Spring said he saw no rate raise 
“right away” for 1,512,384 Blue Cross 
members, whose charges were boosted 
18% earlier this year. Mr. Saylor said 
he had no idea how soon a rate in- 
crease might be required of 1,381,986 
Blue Shield members, adding that his 
organization’s rates never had _ been 
raised. 

The present state administration is 
considering steps to force Blue Cross 
and Blue Shield to pay gross income 
tax also for the four years before 1957, 
However, officials of the two insurance 
plans have refused to do so, contending 
that they never had been billed for 
the tax since their organization in the 
mid-1940s until this year. Consequent- 
ly, rates did not produce the revenue 
to make the payments for the four 
previous years, they stressed. 

State Revenue Commissioner Edwin 
W. Beaman said a ruling last Decem- 
ber by Attorney General Edwin K. 
Steers held Blue Cross -and Blue 
Shield liable for five years’ taxes. The 
question of whether the back taxes are 
collectible probably will be settled in 
the courts, according to Beaman. 

Neither Messrs. Spring nor Saylor 
would estimate how much rates would 
have to be increased to offset the 
gross tax on receipts. 


Andresen Resigns PR Post 
With Bankers Life Of Neb. 


Keith L. Andresen has resigned as 
sales promotion assistant of Bankers 
Life of Nebraska to become assistant 
to the executive secretary of Asso- 
ciated Indstries Assn. of Nebraska. 


Ohio Dept. Holds Open House 

Superintendent Vorys of Ohio was 
host to members of the industry, the 
press, and the public this week at an 
open house held by the Ohio depart- 
ment of insurance. Staff members dem- 
onstrated and explained the various 
functions and activities of the de- 
partment. 
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ACTUARIAL COMPUTING 
SERVICE, INC. 


2 684 West Peachtree Street, 
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Bankers National 
30th Anniversary 
Convention In Fla. 


Discussions of family policy package 
underwriting, the growth of group, 
the effects of bet- 
ter investment 
yields, the urgent 
need for manpow- 
er, and the waste 
resulting from in- 
adequate systems 
of recruiting, 
training and su- 
pervision of sales 
personnel high- 
lighted the 5-day 
convention of 
Bankers National 
Life at Bal Har- 





R. R. Lounsbury 


bour, Fla. 

The importance of these subjects 
was stressed by President Ralph R. 
Lounsbury in his remarks at the open- 
ing session. Sixty-one qualifiers, their 
wives and home office executives at- 
tended the meeting, which also took 
the form of a 30th anniversary cele- 
bration. 


e 


The very life blood of the business 
is sales, said Mr. Lounsbury, and the 
new policyholder and the new pro- 
duction he represents are the first 
necessities of success. The agents and 
those who direct the agency organi- 
zations are top priority in importance, 
in the success or failure of the com- 
pany, and their challenging jobs de- 
mand first consideration. General 
agents have a responsibility to their 
men and to their company for its 
growth and sound development. Those 
who represent personal solicitation also 
have a responsibility not only to the 
company, but to the industry as a 
whole. 

“I believe we have an obligation to 
sell life insurance, a compulsion which 
grows greater every day as America 
grows, changes and expands,” Mr. 
Lounsbury said. “I believe most peo- 
ple are woefully underinsured, and I 
believe that our consciences should 
never let us rest until we have met 
that need.” 

Wheeler McMillen, a director, said 
a salesman who would reach the pin- 
nacle of success must be sold on the 
product himself and believe that the 
product will meet the needs of the 
prospect. Because of the nature of 
life insurance, everyone must fully 
understand the facts about the threats 
of government encroachment on busi- 
ness, 

H. Carlyle Freeman, vice-president- 
supervision, discussed special policies 
and procedures introduced during the 
30th anniversary year. 

William F, Good, vice-president- 
agency operations, was moderator of 
a merchandising panel consisting of 
Claude Booher, general agent in Chevy 
Chase, Md.; Norman Kass, Medford, 
Mass.; Joseph Rosenblith, general agent 
at Philadelphia, and Bernard B. Kap- 
lan, co-general agent at Hartford. Mr. 
Good quoted a statement by Mr. Louns- 
bury: “In the past it has been true 
and it probably still is, that 90% of 
the people who find some device by 
which they can avoid putting any more 
than the bare necessity into their in- 
surance in early years, fail to conserve 
in a permanent way the premium dol- 
lars which they appear to be saving. 
It has happened before and will un- 
doubtedly happen again, that men of 
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all present stations in life will come 
to a financial crisis and find the only 
dependable assets in their strong-boxes 
are their life insurance contracts. At 
that time, those who have been sold 
by some good life insurance agent with 
sound, long-term planning involved in 
getting some life insurance bought and 
paid for during their 30s and 40s will 
be the ones who will bless their in- 
surance agent rather than otherwise.” 


Mr. Booher discussed the use of the 
executive estate plan and its applica- 
tion to bank funding. He pointed out 
all the negatives, including substan- 
tial interest costs in later years, must 
be fully explained to the insured at 
the initial point of sale. Mr. Kass dis- 
cussed what he calls a personalized 
split dollar or minimum deposit ap- 
proach. 

Mr. Rosenblith explained his mar- 
ginal-deposit approach. He requests a 
flat deposit annually, equivalent to 
about a 5-year term premium. Mr. 
Kaplan took issue with the other three 
panel members, saying the advantages 
of selling other ordinary life plans to 
the prospect is that he does not pay 
a loaded premium and realizes a low- 
er net cost in years to come. 


Carl Huber, vice-president-under- 
writing, discussed the latest trends and 
methods that have helped to improve 
mortality. He said: 

“One thing has not changed—no 
matter how much improvement has 
been made in underwriting tools and 
techniques, the selection you exercise 
in the field still has a most important 
bearing on whether our mortality is 
going to be good or bad. Don’t be timid 
about asking a prospect about his phys- 
ical and insurance background. Take 
the home office underwriter into your 
confidence.” 

R. Donald Quackenbush, director of 
agencies, discussed group. 

Rudy Tucker, genera] agent at Nor- 
folk, told how he has developed num- 
erous ordinary sales from a large list 

(CONTINUED ON PAGE 17) 


Huber Agency To Hold 
Estate Planners Forum 
Nov. 27 In New York 


The Huber agency of Mutual Bene- 
fit Life at New York wa.ll hold its an- 
nual estate planners’ forum Nov. 27 
at the Plaza hotel. 

Panelists will include John J. Mago- 
vern Jr., vice-president and counsel of 
Mutual Benefit Life; Joseph P. Cum- 
mings, vice-president of First West- 
chester National Bank of New Ro- 


chelle, N. Y.; Herbert M. Mandell, New 
York accountant; Henry C. Smith, Sid- 
ney Winton, I. Meyer Pincus, David 
Oppemheim, William Murray and 
Dwight Rogers, New York attorneys. 

The program will begin with regis- 
tration and a reception at 11:30 a.m. 
After luncheon, the hypothetical case 
of “John Jones” will be discussed by 
the guests, sparked by advice from the 
panelists. Solomon Huber, the general 
agent, will preside. Guests will include 
lawyers, accountants and trust officers 
of banks. 
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Do you feel like you want to move up — are you cramped 
in your present position? Would you like the opportunity 
to “stretch out” into an agency of your own? 
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% Top agency building contract! 

¥% Liberal contract for your agents! 

% Acomplete Rate Book to meet every situation! 
% Agent’s Home Office training! 

¥% Selling aids designed to make sales! 

% Effective free direct mail program! 


If you’re looking for an opportunity to move ahead with an 
agency of your own, then join an organization that’s moving 
ahead — go with The Maccabees. 


We still have some choice territories (including a few major 
cities) open for development in the United States and 
Canada. Write today to Robert O. Shepler, Vice President, 
The Maccabees, Maccabees Building, Detroit 2, Michigan, 


\ for further details on our Career Agency Contract. 


ACCABEES — « Life Insurance Sociely 


Home Office Detroit 2, Michigan 
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Baltimore 


C. T. Johnson, GA 
Grand Rapids 


J. D. Ingram, 
Chicago 
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CONGRATULATION 
10 NEW CLUS 


O BE known as a Chartered 

Life Underwriter distin- 
guishes a man — it gives him 
professional stature. And to the 
men upon whom this designa- 
tion has just been conferred at 
the 68th annual NALU con- 
vention, we offer our best wishes 
for a very successful future. 





h 


J. M. Utter, 
Seattle 





E. J. Wills, 
Home Office 


Particularly, we are proud of 
these seven new CLUs from the 
Equitable Life of Iowa. This 
brings to a total of 67, the num- 
ber of Chartered Life Under- 
writers among our field and 
Home Office associates. 





E. E. Woleslagel, 
Wichita 
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confidentia! service, from the outstanding organiza- 
tion specializing in direct loans to life insurance 
underwriters. 
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Mass Mutual Reduces 
And Grades Premiums, 
Boosts Dividend Scale 


Massachusetts Mutual now is offer- 
ing most of its ordinary policies and 
riders at lower premiums, gradation 
of premiums and lower rates for wom- 
en. Also, a new schedule of dividends 
for all participating policies will go 
into effect Jan. 1. Next year, 12.5% 
more will be disbursed than if the 1957 
dividend schedule had been continued. 

The new rate schedule was made 
possible through a steady improvement 
in longevity of policyholders, the in- 
creased use of Massachusetts Mutual 
policies by businesses and individuals 
with substantial estates, and the con- 
tinued advance in the rate of interest 
earned on investments. With the ex- 
ception of term life in smaller amounts 
and juvenile policies, premiums on the 
ordinary coverages will be reduced. 
The lower rates resulted from a reap- 
praisal of the need for contingency 
margins under present-day conditions. 

Concerning gradation by size, the 
new premium rates for basic life poli- 
cies change when the sum reaches 
$5,000, $10,000 and $25,000. Compared 
with the basic rate per $1,000 for a 
policy under $5,000, the reduction for 
larger policies is 60 cents per $1,000 
between $5,000 and $9,999, $1 up to 
$25,000 and $1.25 for $25,000 and over. 

Recognizing that longevity for 
women is increasing more rapidly than 
for men, Massachusetts Mutual will 
now offer females the same rates, 
values and dividends as those for a 
similar policy issued to males thre 
years younger. In a few states, because 
of statutory limitations, women will 
continue to pay the same premium 
rates as men, but will receive compen- 
satingly higher dividends under the 
1958 schedule. The company believes 


* it is the first to make this differential 


in rates for females available across the 
board without any restriction as to 
plan or amount of insurance. 

Concurrent with the adoption of the 
1957 premium rates, the minimum pol- 
icy which will be issued is being in- 
creased to $2,000, except for pension 
trust policies, where the present mini- 
mum will continue to apply, and juve- 
nile policies issued to age 15 and poli- 
cies issued as a result of group con- 
versions, where the minimum will be 
$1,000. 

Under the 1958 dividend schedule, 
interest on dividend accumulations and 
settlement options not involving life 
contingencies will be credited at 3.4% 
per year, instead of 3%% currently 
credited. 


Old Line Life Offers 
Family ‘Protectall’ Plan 


Old Line Life has introduced a new 
family plan called the “protectall fam- 
ily plan.” The family provision can be 
added to any permanent plan and pro- 
vides level term on the life of the 
mother and children. A minimum of 
$4,000 cover on the father allows up to 
50% on the wife with a minimum of 
$2,000. Each child is automatically in- 
sured up to 50% of the coverage on the 
wife, with a $1,000 minimum and 
$5,000 maximum. Expiry date can be 
at 55, 60, or 65 on the mother and age 
25 on the children. New-born children 
are fully covered after 14 days and 
adopted or step-children are automat- 
ically given full coverage. 

This is the second of a series of new 


plans offered by the company. Recent- 
ly the guaranteed issue series was add- 
ed. The plan is subject to a minimum of 
25 lives and offers a continuance of the 
company’s practice to offer a guaran- 
teed minimum of 11 years certain in. 
come at retirement, and, as a new 
feature, guarantees a higher 5-year 
certain income. Maximum guarantee 
issue limit of $15,000. 


Life Of Va. Introduces 
Pre-Authorized Checks 


Life of Virginia has introduced to 
its entire field organization a pre- 
authorized check plan known as the 
“life-o-matic plan.” The plan applies 
to second and subsequent monthly pre- 
miums of $10 or more, payable on new 
regular ordinary life and retirement 
annuity policies issued at rates equal 
to current salary savings premiums. It 
also applies to monthly premiums of 
any amount on existing policies when 
the new policy falls within the plan. 

The plan does not apply to initial 
premiums payable on any policy or to 
premiums other than monthly. It does 
not reduce the monthly premium rate 
on existing policies, but does extend 
other advantages to the owners of such 
policies. 


Confederation Offers 


Reducing Premium Plan 


Confederation Life has introduced a 
participating life policy with a $25,000 
minimum and a $500,000 maximum. 

The policy has a guaranteed 40% 
reduction in premiums after 20 years, 
The initial premium at age 35 is $28.11. 
It drops to $16.87 after 20 years. Pol- 
icy ages are 20 to 69. 

Cash, loan and reduced paid-up val- 
ues are provided from the first year. 
The first year cash surrender value is 
$8 and the 20th is $461. The total dis- 
ability waiver and double indemnity 
benefit may be added. * 

Confederation also has introduced a 
participating ordinary life policy with 
premiums payable to age 90. Offered in 
amounts of $100,000 to $300,000, the 
policy, known as the centurion, is de- 
signed specifically for split dollar and 
loan funded buyers. 


Home Life Continues 
1957 Dividend Scale 


Home Life of New York will make 
dividend payments on ordinary policies 
in 1958 on the scale adopted for 1957. 

The board authorized payments on 
this basis for the first quarter of 1958 
at its October meeting. Action will be 
taken in January on the scale for the 
remainder of the year. f 

Last year the company increased its 
dividend scale for 1957 by about 15%. 
This was the second substantial divi- 
dend increase within a 3-year pe- 
riod. In 1955 the dividend scale was 
raised 20%. 

The dividend apportionment for 1958 
will be greater than the amount ap- 
portioned for 1957 because of the 
larger volume of insurance in force. 


Colonial Cuts Many 


Occupational Rates 


Colonial Life has reduced the rates 
of many occupational classifications, 
effective immediately. 

The changes are the result of 4 
study covering the past seve 
months. While the new occupationé 
ratings apply to all new business, 2 
some cases Colonial will consider re 
quests to change ratings to the new 
basis on policies now in force. 
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Thore, Shield, Neal Give Comprehensive 
Size-Up Of Washington Insurance Future 


A comprehensive report on the 
Washington life insurance outlook was 
given at the LIAMA annual meeting 
in Chicago by Eugene M. Thore, gen- 
eral counsel of Life Insurance Assn. of 
America, W. Lee Shield, associate gen- 
eral counsel of American Life Con- 
vention, and Robert R. Neal, general 
manager of Health Insurance Assn. of 


America. 


WM MMMM MM MM MMM 





is anything 


x» 
. 


Something WAS Missing BUT — 
[] KEYMAN A&H has been added 
NOW — UNITED STATES LIFE’S full 


A&H portfolio is more high-powered 
~ and competitive than ever before! 


“ FOUNDED 1850 


NITED 
TATES 


INSURANCE COMPANY 
IN THE CITY OF NEW YORK 


BROKERAGE SPECIALISTS 
“Your best friend—in any case” 
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Agency Department 

United States Life Ins. Co. 

84 William St., N. Y. C. 

Let’s move ahead together. Send me 
information about the Company and 
factson [) Life [] A&H [ Group. 
O Iam interested in a General Agency. 
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Mr. Thore’s appraisal of the outlook 
for life company federal income taxa- 
tion was reported in last week’s issue. 
Other points made by the three speak- 
ers include these: 

Mr. Shield:—When Congress recon- 
venes, the Senate is likely to approve 
legislation regulating union welfare 
funds and plans that will require in- 
surance companies to report premiums, 


claims, dividends, commissions and 
fees to managers of insured plans. 
However, House sentiment hasn’t 


crystallized for any particular bill and 
there is even some sentiment that no 
bill should be enacted. Much may de- 
pend on continued disclosures of un- 
ion mismanagement. 

It is not anticipated that there will 
be any change in the present exemp- 
tion of life agents from the wage and 
hour provisions of the fair labor stand- 
ards act. 

Variable annuity litigation: If the 
Securities & Exchange Commission 
and the National Assn. of Securities 
Dealers lose their appeal from the dis- 
trict court decision denying SEC juris- 
diction over variable annuities, the 
security industry and the SEC will un- 
doubtedly ask Congress to give the 
SEC such jurisdiction, according to a 
securities dealers’ spokesman. 

Jenkins-Keogh type bills: Nothing of 
this kind likely to be adopted unless it 
becomes politically expedient to adopt 
something like the McCarthy bill, pro- 
viding for tax deductions to individu- 
als contributing to railroad retirement, 
social security, and civil service retire- 
ment funds, plus the addition of the 
provisions of the Jenkins-Keogh bill 
for professional people as an answer 
to demands for a tax cut. 

Life insurance sales on military 
posts: The adjutant-general’s office 
has suggested limiting premiums paid 
by allotment to 1/12 of the annual 
premium or a flat 6% reduction in the 
monthly rate, the list of complying 
companies to be published by the 
army. But companies can defer reply- 
ing until after company associations 
have conferred with the adjutant-gen- 
eral’s office. ““We expect to point out 
to them the differences in premium 
structure operating practices and costs 
among companies which make it im- 
possible to apply a single yardstick— 
1/12 of the annual premium—to the 
savings resulting from the use of the 
allotment system.” 

Mr. Thore:—‘“We are informed that 
the Treasury has not relaxed its ef- 
forts to expand the existing law to 
cover annual premium bank-loan 
plans. We can anticipate, therefore, 
that whenever the technical amend- 
ments bill of 1957, incorporating a 
number of code changes, reaches the 
Senate finance committee, the Treas- 
ury proposal will be renewed. By that 
time I believe that the business will 
be united in opposing the Treasury 
solution, which is based on a subjec- 
tive test. Aside from the tax principles 
involved, the Treasury’s test would be 
unworkable and unenforceable, would 
lead to all sorts of tax avoidance 
schemes, and thus could further en- 
courage punitive tax legislation.” 

Premium payment test: The bill in- 
cluding the new form of premium pay- 
ment test will presumably be adopted 
by the House after brief debate and 
the premium payment controversy will 
shift to the Senate finance committee. 
The test incorporated in the pending 
bill applies for a period of five years 
following transfer. It is open to the 


same objections, in principle, as the 
rule formerly in the code. The ques- 
tion is in a state of sensitive legisla- 
tive balance. 

Mr. Neal—The greatest problem 
facing the A&S business is to provide 
for the prepayment of medical care 
expenses for people past age 65. “Our 
answer is that the business accepts its 
responsibility for greater emphasis 
and accelerated progress and the need 
to fill this area as rapidly as possible. 
For those persons at present in the 
working force and who are not yet 
age 65, a more immediate solution 


presents itself. Under more _ recent 
forms, protection may be continued 
after age 65 after termination of active 
employment. A recent survey of 160 
group insurance plans shows that in 
only four years time the percentage of 
plans which provide for continued 
coverage after retirement has doubled 
and today half of the plans surveyed 
provide this coverage. We confidently 
expect this figure to grow constantly 
in the years immediately ahead.” 

Mr. Neal discussed other legislative 
items of consequence to the A&S busi- 
ness. 
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Mr. James G. Mallas 
1008 Johnston Building 
Charlotte, North Carolina 


Dear Jim: 


The record of production and earnings which you have compiled 
during your first few months with Protective Life is indicative 
of the fine records being compiled by so many of the new field 
men which the Company has added in its recently inaugurated 


Agency Expansion Program. 


earn $20,000 during your first 





credit is yours. 


Jim, there are any number of good Companies with whom you 
could achieve life insurance success. You hold the key within 
yourself, Protective Life in grateful that you are giving it the 
chance to provide the opportunity. 


Your sincere good friend, 


William J. Rushton _~ 
President ea 


General Agency Openings 
Throughout the Southeast 
Write to C. B. Barksdale, 
Agency Vice-President 


William J. Rushton 
President 


During your first month with Protective Life, your production 
was greater than your previous average monthly rate of pro- 
duction. During your first three months with the Company 
you earned in excess of $4,500 in first year commissions and 
overriding, and at your present rate of production 
year with Protective Life. 


While we at Protective Life believe that our methods, service, 
policy contracts, and sales material have been instrumental in 
your success, we fully realize that the greater share of the 
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How Long Will The Options Remain Open? 


Last week’s annual meeting of 
LIAMA put so much emphasis on the 
role of creative thinking, research, im- 
agination and general receptiveness to 
new ideas that it begins to look as if 
any life company that doesn’t take 
these things pretty seriously is going to 
fall behind the rest of the procession. 

The fact that a company may have 
done very well while paying little heed 
to such progress factors as the fore- 
going doesn’t mean it can continue to 
do so indefinitely. The choice of tak- 
ing progressive steps or continuing in 
the same old way is present for a time, 
but at some point—which nearly al- 
ways sneaks up on the inattentive— 
the choice is no longer there. Then the 
change must be made, whether it’s 
convenient or not. 

This point was applied to one aspect 
of progress by one of the speakers at 
the LIAMA meeting, but it applies 
equally to nearly all other progressive 
moves. The speaker was Laurence K. 
Hamilton, sales vice-president of the 
Tecnifax Corp. of Holyoke, Mass., a 
maker of charts and other visual com- 
munications devices. Mr. Hamilton 
quoted Prof. Ray Wyman, head of the 
University of Massachusetts audio-vis- 
ual department, as saying that for 
each type of progressive step there is 
a period of “option,” during which per- 
sons in that type of work can either 
use the old method or the new one, but 
after a time the period of option passes 
and there is no choice but to use the 
new methods. 

For example, for a time a farmer 
could operate successfully using only 
hand tools, though having the option of 
using machinery. Later he could not 
stay in business with just hand tools. In 
the same way, carpenters had a choice 
between hand tools and power tools, 
but not any more. Secretaries, for a 
time, could write letters by hand or by 
typewriter, but they no longer have 
the choice. 

The point that Prof. Wyman and Mr. 
Hamilton were making was that the 
life insurance business today has the 
option of making use of visual aids to 
communication or not using them, but 
the time is coming when the option 
will have run out. 

The same _ observation, it seems 
clear, can be applied to creative think- 
ing, research, imagination and recep- 
tiveness to new ideas. Companies can 
get by with little or none of these 
qualities. The option seems to still be 
present. But the intensity of present- 
day activity in the life insurance busi- 
ness strongly suggests that the option 
period is fast running out. The tough 
part of it, for companies that have not 
worried much about it, is that no obit- 
uary announcement is made of an op- 
tion’s expiring. There’s not even a sigh. 
The backward company finally starts 
wondering why it seems to be getting 
nowhere fast. Then it finds that it is 


trying to get by with tools and atti- 
tudes that are as out of date as a hand- 
saw for housebuilding or a press and 
damp cloth for making copies of letters. 

The most pathetic victims are the 
companies, executives, or agency 
heads who are quite sure they are fol- 
lowing the progressive trends but ac- 
tually are only kidding themselves. 
They believe they are fostering crea- 
tive thinking and the imaginative ap- 
proach, but if anyone were to come 
along with a really creative idea, they 
would smile indulgently and invite the 
fellow to come down out of the clouds. 
They can think of a dozen reasons why 
it won’t work—and then _ they’re 
amazed when it does work for some 
other company whose management 
had the alertness to give the new idea 
a chance and work the bugs out of it. 

If there’s any lesson from this year’s 
LIAMA meeting, it should be that 
company management should give top 
priority to creative thinking, research, 
imagination, and receptiveness to new 
ideas. It is of course neither necessary 
nor advisable to adopt every new idea 
that any enthusiast comes along with. 
But neither is it wise nor safe to dis- 
miss a new idea as unsound just be- 
cause ‘‘we’ve never done it that way 
before.” 

For a key executive’s lack of true re- 
ceptiveness to new ideas can exert a 
deadening influence on _ everybody 
down the line. Very likely he talks a 
good fight about being all for progress 
and new ideas—until something is 
suggested. Then his subordinates find 
that in devotion to progress he is on a 
par with the farmer who would will- 
ingly buy an improved hoe or rake but 
sneered at tractors as “new-fangled;’’ 
with the carpenter who would pay the 
top price for the best handsaw but 
considered a Skilsaw unworthy of a 
craftsman; or with the executive who 
felt that handwritten letters could 
never be supplanted by anything so 
mechanical and cold-looking as typing. 

The present era of rapidly changing 
conditions in life insurance is often re- 
ferred to as “competitive”—a designa- 
tion that may mislead some who see 
that it is obviously not competitive in 
the sense that the automobile business 
or the appliance business is competi- 
tive. The life companies are not com- 
peting so much with each other—even 
though some of them are doing that, 
for sure—as they are trying to beat 
par. 

With an intelligently designed prod- 
uct and sound merchandising proced- 
ures, no life company is going to be 
squeezed out of the business by larger 
competitors, as so often happens in 
many other lines of business. Failure 
to keep up with the procession can 
nearly always be blamed squarely on 
paying lip service to progressive prin- 
ciples instead of really espousing them 
and :naking them work.—R.B.M. 
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PERSONALS 


ne 
Arthur I. Macdonald, 2nd vice-preg. 
dent of Massachusetts Mutual, has 
appointed to the conventional po 
committee of Mortgage Bankers As, 
of America. Dwight Webb Jr., assis, 
ant superintendent of mortgage loan, 
has been reappointed to the associa] 
tion’s federal administration loan com, 
mittee. 














Warren B. Irons, director of th 
civil service commission bureau 4 
departmental operations, has 
promoted to executive director, eff, 
tive Feb. 1. Mr. Irons, who took 3 
active part in planning, initiating an; 
administering the federal employ 
contributory group life program, wa; 
in the life insurance business for 1) 
years before entering government ser. 
ice. 












Horace W. Brower, president of (, 
cidental Life of California, has 
appointed third vice-president of th 
All Year club of Southern Californi; 


Mrs. Phyllis Fleuchas Jablonsky an; 
James K. Honey were married recent 
ly. Mrs. Honey is staff assistant { 
Arthur M. Browning, vice-president ij 
charge of group of New York Life. 4 
lawyer, she formerly was a legislatiy; 
assistant of Life Insurance Assn, ( 
America. Her husband is social 
curity consultant of Standard Oil ¢ 
New Jersey and formerly was assist 
ant counsel of LIA. 





Howard Holderness, president 1 
Jefferson Standard, has been elect 
chairman of the board of visitors ¢ 
Davidson college, Davidson, N. C. 


DEATHS 


ALLEN L. DICKEY, 54, promine: 
Los Angeles life insurance broker, wi 
stricken with a heart attack and di¢i 
instantly at Golden Gate Race Trati 
at San Francisco. He and Mrs. Dicke) 
were on a vacation trip. He was a men: 
ber of the Million Dollar Round Tabk 
and a leading producer for several 0 
the larger companies and was national: 
ly known as a speaker and writer 
life insurance. 








ALEXANDER S. BROWNE, 91, whi 
retired in 1936 after 46 years as mal: 
ager of Mutual of New York at Bo: 
ton, died at his home in Marion, Mass. 
after a long illness. He was a pas 
president of Boston Assn. of Lift 
Underwriters. 


MRS. ANNE JOHNSON GOOD 
PASTER, 83, wife of Sherman Good: 
paster, former insurance commissione 
of Kentucky, died at King’s Daughter 
hospital in Frankfort after a lon 
illness. 


JOSEPH W. BRIGGS, 72, Milwauket 
life insurance broker, died of a heat! 
attack in his home. Before opening his 
own office many years ago, he was 
general agent for Massachusets Mu- 
tual Life. 


er at Bowling Green, Ky., for Life 
Casualty of Tennessee, died at his 
home of a heart attack. 


E. HUGH RONE, 57, district ied 
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Harrison L. Amber, 68, 
Chairman Of Berkshire 
Life Since 1954, Dies 


Harrison L. Amber, 68, chairman of 
Berkshire Life since 1954, died of can- 
cer in Pittsfield, Mass., General hospi- 
tal. 

Mr. Amber sold 
life insurance 
while attending 
college and later 
entered the busi- 
ness on a full time 
basis with Berk- 
shire at Iowa City 
41 years ago. He 
became district 
manager at Dav- 
enport within two 
years and was 
named general 
agent at Buffalo in 1922. 

He entered the home office in 1930 
and the following year was elected 
vice-president in charge of agencies 
and a director. He became president in 

942. 

: A son, Eugene L. Amber, is assistant 
treasurer of the company. 


Stress Importance Of Insurance 
Education For General Public 


Public education on the importance 
of life insurance was a leading topic 
at the brokers’ forum sponsored jointly 
by the Gordon S. Miller agency of 
Massachusetts Mutual at Philadelphia 
and Girard Trust Corn Exchange Bank 
of that city. 

Mr. Miller presented a check to Dr. 
S. S. Huebner, honorary chairman of 
the McCahan Foundation which spon- 
sors a significant lecture on insur- 
ance each year. 





H. L. Amber 





Connecticut-Rhode Island 
Handbook Is Published 


A new Underwriters Handbook 
for the states of Connecticut and 
Rhode Island has just been publish- 
ed by the National Underwriter 
Company. It replaces in part, the 
formerly published Standard Insur- 
ance Directory of New England, 
which has been discontinued. The 
new Connecticut-Rhode Island 
Handbook is similar to the numer- 
ous state Handbooks which the Na- 
tional Underwriter Company has 
long published for many other 
states. It provides comprehensive 
and up-to-date information on all 
companies, all agencies with the 
companies they represent, brokers, 
field men, general agents, managers, 
town classification, group, boards, 
bureaus, and other organizations 
affiliated with insurance, through- 
out these two states. 

For some years the formerly pub- 
lished New England directory has 
been so large that it was somewhat 
unwieldly. Consequently, in re- 
sponse to many requests, there will 
be three separate volumes published 
for New England in the future, each 
of which will be of much more con- 
venient size. A similar new Under- 
writers Handbook of Massachusetts 
will also be ready in a few weeks, 
and another one which will cover 
Maine, New Hampshire and Ver- 
mont is scheduled for early next 
year. 

Copies of the new Connecticut- 
Rhode Island Handbook, which is 
ready for immediate delivery, and 
also of the forthcoming Massachu- 
setts and Maine-New Hampshire- 
Vermont Handbooks, each of which 
Sells at $12.50 per copy, may be 
ordered from the National Under- 
writer Company at 420 East Fourth 
street, Cincinnati 2, Ohio. 
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Marginal Agents Not Necessarily In The 
Lower Production Brackets, LLAMA Finds 


Low production doesn’t necessarily 
mean an agent should be terminated as 
being too costly to keep, and it may 
happen that even a man in an agen- 
cy’s top 20% of producers is cost- 
ing too much, said T. Benson Leavitt, 
LIAMA senior counsultant, at the 
LIAMA annual meeting in Chicago. 
Only through accurate analysis of 
agency costs according to functions can 
it be determined whether an agent 
should be considered “marginal” in 
the sense of being not worth keeping. 

Referring to a chart ranking agents 
by annualized commissions in five 
grades (quintiles), Mr. Leavitt said: 
“Let’s assume that in your home office 
you aim to obtain a cost comparable to 
that produced by agents in the upper 
two quintiles. This would give you 
84.4% of production at only 63.1% of 
cost. Would we accomplish this by 
throwing out all agents in the three 
lower quintiles? This looks like excel- 
lent planning, doesn’t it? 

e 

“But, perhaps we have forgotten 
something. Hasn’t it been true, in per- 
sistency data, for example, that seem- 
ingly poor persistency by an agency of- 
ten stems from just a few poor agents? 
Couldn’t seemingly high agency costs 
emanate from just a few ‘poor’ agents 
as well? The plain fact is that these 
‘poor’ agents cost-wise may be appear- 
ing in any of the quintile groups— 
highest or lowest. Thus, we can have 
‘marginal agents’ in any group, regard- 
less of production—the experimental 
data derived from our functional cost 
testing bear out that statement. 

“Conversely, we may have ‘low cost’ 
agents in some of the lower quintile 
groups. From a production standpoint, 
perhaps these agents are ‘marginal’ 
but when we equate cost, persistency 
and production it may well be that 
some of these low producers are well 
worth conserving. 

e 

“We must admit that the word ‘mar- 
ginal’ is subject to a wide variation of 
definition and degree. Each company 
must determine its own criteria and 
draw its own conclusions. The impor- 
tant thing is that there be a definite 
basis for realistic supervision of this 
deduction alone or persistency alone. 
To be entirely realistic in our concep- 
tion, we must include costs in our defi- 
nition of the marginal agent.” 

Another example of how the func- 
tional cost analysis can be used is in 
figuring the cost of brokerage business. 

“In this connection,” said Mr. Leav- 
itt, “we often hear it claimed that 
brokerage is cheaper because we don’t 
house brokers, we don’t train brokers, 
we don’t supervise brokers, etc. 

“True, we don’t often house brokers 
but more and more it is becoming evi- 
dent that a successful brokerage oper- 
ation requires not only training of bro- 
kers but supervision to and service for 
brokers as well. All of this costs mon- 
ey. Additionally, more and more the 
compensation of brokers, including 
fringe benefits, is approaching that of 
full-time men. 


“How can we plan a brokerage oper- 
ation efficiently, how can we supervise 
a brokerage operation realistically un- 
til we know more about the effect that 
our planning and supervision decisions 
have on cost? Here again, the function- 
al approach to costs will help measur- 
ably. For example, we can determine 
just what the costs of training, super- 


vision and service to brokers amount 
to. We can study this agency-by-agen- 
cy and relate it to production. 


* 

“Please don’t get the idea that we 
are frowning on a brokerage operation. 
Perhaps companies should do more 
brokerage than they are currently 
planning. Frankly, we don’t know—we 
don’t have enough cost information. 
We do suggest, however, that a func- 
tional cost analysis in our agencies will 
shed some light on the brokerage oper- 
ation and lead to more realistic super- 
vision.” é 

Mr. Leavitt said LIAMA feels very 

(CONTINUED ON PAGE 18) 
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Medical Directors Name 
N.]. Barker President 


Dr. Norman J. Barker, medical di- 
rector of Connecticut General, has 
been elected president of Assn. of Life 
Insurance Medical Directors of Amer- 
ica td succeed Dr. Edson E. Getman, 
medical director of New York Life. 

Dr. Henry B. Kirkland, chief medi- 
cal director of Prudential, was elected 
president-elect and Dr. Ennion S. Wil- 
liams, medical director of Life of Vir- 
ginia, was chosen vice-president. Re- 
elected were Dr. Royal S. Schaaf, as- 
sistant medical director of Prudential, 
secretary; Dr. J. Grant Irving, medi- 
cal director of Aetna Life, treasurer, 
and Dr. James R. Gudger, medical di- 
rector of Mutual of New York, editor 
of the transactions. 








Are the reasons 


BANKERS LIFE of 


NEBRASKA has shown 


such a TREMENDOUS INCREASE 
in BRONERAGE SALES 


re 


Executive 10 


THE EXECUTIVE LINE ($25,000 Minimum) 
Executive Special — The Return Premium Executive — 


THE BUSINESS SPECIAL ($10,000 Minimum) 
THE SIXTY-FIVE SPECIAL ($10,000 Minimum) 


THE PREMIUM INVESTMENT PLAN 
(20-year guaranteed premium return) 


THE PROGRESSIVE BENEFIT PLAN 
(exclusive Juvenile Plan) 


PARTICIPATING ANNUITIES 
PARTICIPATING SETTLEMENT OPTIONS 


TOP TERM RIDERS 


(Return Premium Rider-Level Term, Additional Protect- 
ion Rider, Family Income Rider Available For 25 Years) 


[[ge7 UNDERWRITING (substandard Risks up to 500% 
Mortality) 


We Invite Inquiries 


Please Write, C. H. Heyl, Vice-President and Director of Agencies 


















CENTRAL 


ASSURANCE COMPANY 


COLUMBUS 5, OHIO 














John D. Shafer, President 


Write for complete information on our 


ACCIDENT & HEALTH, LIFE AND HOSPITALIZATION PLANS 
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an example of fraternalism at work 





This year Lutheran Brotherhood 
has a hand in providing 
greater educational 


opportunities to more than Seen. 
























Cheb ie “e " H 
150 Lutheran young people / 
e Each year the Society invests in outstanding Lutheran students 
through its Educational Scholarship program . . . thus making 
possible advanced training for potential leaders of tomorrow. 
LUTHERAN BROTHERHOOD’s “class” of scholarship winners — now reaching 
600 — are assuming roles of active service and leadership 
for which the Society and Lutherans everywhere are grateful. 
Among the Lutheran Brotherhood scholarships provided this year are— 
SEMINARY GRADUATE 
9 scholarships of $1000 each to sem- SENIOR COLLEGE 
inary graduates to assist in post- 45 scholarships of $300 each to college 
graduate study. juniors to encourage continuation of 
their academic studies. 
JUNIOR COLLEGE 
12 scholarships of $150 each to stu- 
dents who have completed their first YOUTH LEADERSHIP 
year’s studies. 8 3 2 
scholarships of $150 each to out- 
standing high school graduates to 
NATIONAL LUTHERAN encourage enrollment in Lutheran 
NURSES GUILD colleges. 
2 scholarships of $500 each to nurses 


to assist in advanced training. 


-—— another Living Benefit provided by 


Our 40th year of conscientious 
service to Lutherans and 
to the Lutheran church 





LIVING BENEFITS FOR LUTHERANS THROUGH LIFE INSURANCE 








re 
: CHRISTMAS SHOPPING MADE EASY 

Suggestion to Agency Heads and Field Executives: For 

Christmas, give a year’s subscription to the R&R Magazine 

; to your associates in life insurance selling. People in the 

‘ : coe field never tire of a stimulating, motivating, 12-times-a- 


y year gift! 


The individual subscription rate is the same as it was 30 
years ago—only $2 for the entire year. 


i And, if you wish, we will mail a gift card to every person 

on your list advising that they will receive the R&R 
Magazine each month during 1958 with your compliments 
... Write for sample copy. 
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ASSOCIATIONS 





Austin Assn. Hears 


Sales Congress Program 


The program for the Central Texas 
Sales Congress held at Austin, Nov. 8, 
was presented by John Murtha, 
American General Life, at a meeting 
of Austin Life Underwriters Assn. 

Page Keeton, dean of the University 
of Texas law school, spoke on Ameri- 
canism. Mr. Keeton asked what it is 
that makes the American system of 
government work and answered with 
the statement that it is the high stand- 
ards and position in the world. He 
listed as the important characteristics 
of the Amercan system: A free society, 
a political democracy, a large area of 
individual freedom. 


Milwaukee Life Agents Meet 


Northwestern Mutual Life was host 
to members of the Milwaukee Assn. 
of Life Underwriters for the Novem- 
ber meeting held at the home office 
building. Ben S. McGiveran, Seefurth, 
McGiveran &McCaffrey, Chicago and 
Milwaukee consultant services, who 
became an agent for the Northwestern 
Mutual in 1916, was the speaker. 


N.Y.C. Assn. Elects 3 Directors 


William MHarmelin, supervisor of 
Continental Assurance, Gerard B. 
Tracy, independent, and Kai Soderman, 
New York Life, have been elected to 2- 
year terms as directors of New York 
City Assn. of Life Underwriters. 


William D. Daniels, director of edu- 
cation and training of California- 
Western States Life, spoke at the Nov. 
21 meeting of San Francisco Life Un- 
derwriters Assn. on The Grim Truth 
About Life Insurance, the controversial 
book by Ralph Hendershot. 


LIFE ASSOCIATIONS 

Quincy, I1.—Alfred M. Wooleyhan, attorney, 
discussed situations in which the need for a 
trust to conserve the deceased’s estate would 
be obvious. “A trust can do all which a con- 
servator or a guardian can do and do it so 
muck better and over a much longer period of 
time,” Mr. Wooleyhan said. 


Eau Claire, Wis.—Grant L. Hill, vice-presi- 
dent and director of agencies of Northwestern 
Mutual Life, spoke at the monthly meeting 
of Chippewa Valley association. 


Stevens Point, Wis.—James Van Wagenen, 
attorney, spoke on the necessity of having a 
will when one owns considerable property at 
a meeting of Central Wisconsin association. 


Marinette, Wis.—A report on the recent 
NALU convention and plans of the Wisconsin 
state association were discussed by John W. 
Freeman, Madison, state association president, 
at a luncheon meeting of Upper Wisconsin- 
Michigan association. 


Hartford—Umberto A. Palo, special agent of 
Prudential, discussed salesmanship techniques 
at the Nov. 21 meeting. Mr. Palo, a life mem- 
ber of MDRT, is president of the Middlesex 
(N. J.) Life Underwriters Assn. 


Green Bay, Wis.—Ivan Snyder, educational 
director of Indianapolis Life, spoke on the role 
life insurance plays in reducing both infla- 
tionary and deflationary pressures in a talk 
on “Life Insurance—The Economic Governor” 
at a meeting of Northeastern Wisconsin 
association. 





Convention Dates 





Dec. 2-6, National Assn. of Insurance Com- 
missioners, mid-year, Commodore hotel, New 
York City. 

Dec. 5-7, California State Assn. of Life Under- 
=. midyear, Rickey’s Studio inn, Patio 


Dec. 9-10, Assn. of Life Insurance Counsei. 
winter meeting, Plaza hotel. New York City. 

Dec. 10, Institute of Life Insurance, annual, 
Waldorf-Astoria hotel, New York City. 

Dec. 11-12, Life Insurance Assn. of America, 
— Waldorf-Astoria hotel, New York 

ty. 
Feb. 14-15, New York Assn. of Life Under- 
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your Mutual 
g Benefit 
‘ ‘). Life Man 


Sa SAYS: 
ys 


| 


planning 


that turns 


prospects 
into 
clients.” 


It takes thoughtful planning 

to produce anything worthwhile— 
from a best-selling novel to a 
slum-clearance program. And 
Mutual Benefit Life’s basic 
philosophy holds that any man’s 
financial future deserves the same 
careful planning. All Mutual Benefit 
Life men like Samuel J. Weaver 
of Mobile, Alabama, believe this, 
too—and are thoroughly trained to 
put it into practice. We think it’s a 
major reason for their success with 
the clients they serve . . . clients 
who know that a policy is no 
substitute for a plan. 


The Mutual Benefit Life 
Insurance Company, Newark, N. J. 





writers General Agents & Managers Confer- 
-— Gideon-Putnam hotel Saratoga Springs, 
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NEWS OF FIELD MEN 





John Hancock 

Tipton Sheets has been named gen- 
eral agent of a new agency at Wilming- 
ton, Del., which 
will service Dela- 
ware and counties 
on the eastern 
shore of Maryland. 
Mr. Sheets has 
spent his entire in- 
surance career 
with John Han- 
cock, starting as a 
part-time agent 
while teaching 
school in Mary- 
land. He became a 
full-time agent in 
Washington, D. C., 
in 1949 and was 
promoted to field assistant at the home 
office in 1954. He is a CLU. 





Tipton Sheets 


Continental American Life 


John B. Meyers has been appointed 
agency assistant in the agency de- 
partment. He has been in the business 
four years, most recently as manager 
of Berkshire Life at Philadelphia. 


Columbian National 


Francis N. Mulchy has been named 
manager of a new agency at West- 
wood, Mass. He formerly was with 
Mutual Benefit Life at Boston. 


Pan-American Life 


French S. Pruitt 
has been appointed 
general agent at 
San Antonio. He 
entered the busi- 
ness with Great 
National Life at 
Lubbock, Tex., in 
1950 and later 
became general 
agent of Washing- 
ton National in 
Lubbock. 





F. S. Pruitt 


Connecticut General 


C. D. Hamborg has been named dis- 
trict group manager at Charlotte, N.C. 
He has been assistant district group 
manager at Des Moines. Russell H. 
Knisel and Thomas S. Smith have 
been appointed district group pension 
supervisors in Buffalo and Baltimore, 
respectively. Mr. Knisel has been head 
of group pension operations in Syra- 
cuse and Mr. Smith has been group 
pension representative at Baltimore. 
Stanley R. Goodnow has been named 
group pension representative at Balti- 
more. He has been in home office 
group work. 


Jefferson National Life 


Five new general agents recently 
appointed by the company are James 
N. Skinner, Terre Haute, Ind.; Wil- 
liam Taylor, Rochester, Minn.; James 
R. Zeigler, Springfield, Ill.; William 
A. Adams, Parkersburg, W. Va. and 
Donald Kranz, Albert Lea, Minn. 


Provident Life & Accident 


H. R. Williams has been named a 
Special representative of the group de- 
partment in Greenville, S. C. He has 
been in group sales work for six years. 


Aetna Life 


Louis E. Gibson, with the company 
at Shreveport since 1954, has been 
Promoted to assistant general agent at 





Shreveport. 


American National 


John F. Riehm is branch manager at 
the new Fond du Lac office. Allan J. 
Ransom Jr. and Hames W. Ranson 
are associates. 


State Mutual 


Harry L. Marriott has been placed 
in charge of the Minneapolis group 
office, replacing Robert Breidenbach, 
who will develop a new southeastern 
sales territory. Mr. Marriott has been 
in group work with Continental Cas- 
ualty at Minneapolis. John E. Gorham 
has been named group representative 
at Pittsburgh. He formerly was with 
Washington National, Blue Cross and 
Zurich. 


Manhattan Life 


Harry O. Klaser 
has been appoint- 
ed general agent 
of Manhattan Life 
in St. Louis. He 
entered the field 
with Occidental 
Life of California 
in 1949 and later 
became general 
agent of Business 
Men’s Assurance. 





H. O. Klaser 


Mutual Of New York 


Herbert V. Holland Jr. has joined 
the company as A&S specialist for the 
western region with headquarters in 
San Francisco. He succeeds Larry 
Hansen, who has been advanced to the 
sales staff for special managerial train- 
ing. Mr. Holland has been A&S man- 
ager of Contintenal Casualty in At- 
lanta. 

Peter V. Paxton has been named 
brokerage supervisor at Beverly Hills, 
Cal. He has been in insurance since 
1954, when he joined Mutual at Bev- 
erly Hills. 


Prudential 

Louis Shein has been appointed dis- 
trict manager of Prudential at Mt. 
Vernon, N.Y., to fill the vacancy 
caused by the continuing illness of 
Abraham Lieberman. Mr. Shein has 
been district manager at Yonkers, 
N.Y., since 1951. 


OCCIDENTAL LIFE of North Car- 
olina—New district managers are Jack 
Renwick, San Antonio; Thomas E. 
Swaney, Victoria, Tex., and Irvin W. 
Medford, Tyler, Tex. 


COSMOPOLITAN  LIFE—William 
M. Groseclose Jr. has been named dis- 
trict manager of a new agency at 
Knoxville. 


Union Mutual 


A new agency has been established 
in Vancouver and Leslie K. D. Chap- 
man, non-can supervisor for west 
coast agencies since 1952, has been 
appointed manager. He joined Union 
Mutual in Toronto in 1948 and was 
named field supervisor at Dallas in 
1951. He previously was with Loyal 
Protective Life. 

A branch office has been opened at 
Salem, Mass., and Foster F. Allen has 
been named manager. He formerly was 
with Boston Mutual as a manager. He 
has been in the business 20 years in 
the Salem area. 





Win State Mutual Group Contest 


Clyde L. Juchau and Wesley A. 
Watling, home office representatives 
in charge of State Mutual’s San Fran- 
cisco and Cincinnati group offices, re- 
spectively, tied for first place in a 


group division contest. They and their 
wives were guests at the dedication of 
the new home office in Worcester. 


Equitable Wins Detense Award 


Equitable Society has been given a 
Department of Defense award for out- 
standing cooperation with military re- 
servists and reserve activities. Capt. 
Theodore Blanchard, representing the 
commandant of the third naval dis- 
trict, presented a pennant and certifi- 
cate to President James F. Oates Jr. 
of Equitable, who accepted the award 
on behalf of employes who have served 
in the armed forces and are continuing 
to serve in the reserve units. 


In connection with its half billion 
in force celebration, Sun Life of Balti- 
more will hold a convention for com- 
bination agents Nov. 7-9, 1958, at the 
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175 W. Jackson 
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REINSURANCE 


Essex house, New York City. 








A PRIMARY FACTOR in 
secure, 
underwriting is RIGHT 
reinsurance— provided 
by Employers in the 
A&H lines since 1917. 


comfortable 


EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


LOS ANGELES 
1139 W. 6th 


SAN FRANCISCO 
100 Bush St. 














WHATS HE TELL 









INDIANAPOLIS 





INDIANA 


ING RUDOLPH ? 


(for big boys only) 


Since we introduced REAP (our Retirement Equity Accumulation Program) this year, 


GENERAL 


which is the only thing of its kind in the life insurance industry today, Mr. Claus is 
giving orders to pass us up this Christmas. In fact, he has no reason to stop here, for 
this unique program along with our many competitive life insurance plans makes our 
line the most extensive in the country today. But why not give yourself a Christmas 
present by getting more information on Standard by writing me today? 


A. g. Woel, Agency Superintendent 





AGENCIES OPEN IN Arizona ® California ¢ Delaware 


Florida @ Georgia ®@ Illinois ® Indiana ¢ Kentucky @® Maryland 
Michigan e@ Missouri ¢ New Mexico @ Ohio @ Pennsylvania 


Tennessee ® Virginia @ West Virginia e D. of C 


e Hawai 
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MEMO: 


crom Confederation Life 


ATTENTION: Brokers and Surplus 
Writers 


ze: New Plan ‘THE COMMANDER’ 


specially designed to sell 

business and large policy prospects 
$25,000 minimum— 

$500,000 maximum 


"THE COMMANDER’ is designed for control of these key-markets ... 


an—deferred compensation. 
snd it from Split- 


Business insurance— . 
The executive or executive-to-be, who would bene 


Dollar Insurance, 
The young man with both Savings and Protection as goals. ae 
The older man who needs insurance—but requires lower premi 


after retirement. 
"THE COMMANDER’ has these valuable features... 
Outstanding surrendered net cost. 


i imating 30 
First year cash values approxi 3 
Participating—with current liberal dividends accum 


compound a 

eae premiums during first 20 years— 

competitive position thereafter. 

"THE COMMANDER’s’ premiums work now for later. 

Example — Age 40 
Premium: 


% of premium. 
ulated at 4% 


d reduction by 40% after 20 years. 
outstanding 


$32.25 


irst 20 years 
peace 19.35 


after 20 years 

over 20 years +.67 

to age 65 —1.41 " ie 
it faced with a specific problem m 

aon writing directly to our Home Office— 

t Branch Office. 


Net Cost: 


Brokers and surplus 
obtain details of this p 
or by telephone to our neares 


(‘onfederation Life 


ASSOCIATIO N 
Home Office - Toronto, Canada 


HteNATIONAL UNDERWRITER 

















MOST HAPPY 
FAMILY 


. . . Since they invested their future in 
North American Life’s NEW FAMILY POLICY! 





This is the Family Plan that has created a flurry of praise through- 
out the Insurance Industry . .. the Family Plan your prospects have 
been asking for. Imagine, ONE policy—ONE LOW premium pro- 
vides life insurance for the entire family. Write Buck Rogers, 
Agency Vice President, for all the commission building details, 
including FOUR RIDER OPTIONS! 


NORTH AMERICAN LIFE 
Pasurance Company OF CHICAGO 


R. D. Rogers, C.L.U., Agency Vice President 
NORTH AMERICAN BUILDING CHICAGO, ILLINOIS 


| 
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and $150,000 in A&S premiums, 
agencies, led by the Pomeroy 3 Bency g 
Miami Beach with 506.7%, exceeq. 
their quotas for life. Leading agency 
in actual life volume was Spaulder 
Warshall & Schnur at New York, }y 
A&S premiums, there also were 4 
agencies above quota, led by Mun 
at Miami with 447.1%. The Housemay 
agency at Los Angeles led in actual 
A&S premiums. Individual leaders 
York, 


Forty 


COMPANY CHANGES 


Massachusetts Mutual 








partment in 1943, assistant actuary in 
1946 and associate ordinary actuary in 
1954. Mr. Taylor was appointed actu- 4 
arial assistant in 1953 and assistant ACACIA MUTUAL—Third quarte, 
ordinary actuary in 1956. Mr. Massee Placed production figures Showed ; 
was appointed planning engineer in 23% increase, It was the third Conser. 
1945 and assistant secretary in 1951, utive quarter in which production ey. 
ceeded Fes geo 1956, a recon 
year. Harry J. Shaffer, agency vice. 
Northwestern Mutual president, predicted a continuation 

Glenn W. Buzzard has been ap- record-breaking production during th 
pointed to the newly-created post of fourth quarter and a new all-time hig, 
assistant manager of farm loans. A in placed business for 1957. A $50 mil. 
specialist in the company’s farm loans lion objective has been set for the re 
division of the mortgage loan depart- Mainder of the year. Placed busines 
ment since 1955, he will assist Francis for September was $17,209,000, up 279, 
E. Ferguson, manager of farm loans, 
in supervising and administrating the 
company’s $96 million farm loan port- 
folio. Mr. Buzzard joined the company 


LIFE & CASUALTY—Sales in the 
first nine months were up 18.09%. 
Gains in the various divisions were: 


in 1947. Ordinary, 10.84%; monthly debit Or. 
dinary, 7.45%; group, 11.94%, and re. 
Life Of Virginia insurance, 125.16%. Weekly premiun 


was di 3.5%. 
Aubrey M. Foltz has been appointed siaiienis as 


regional director of ordinary agencies : 
of Life of Virginia. He has been ordi- __AETNA LIFE—A record $151 million 
nary manager at Staunton and Lex- Of new life insurance was written ir 
ington since 1952. the traditional October “app scrap} 
campaign. More than half the genera 
agencies produced over $1 million. The 
Travelers Edwards agency at Chicago was firs 

Neill E. McKay, superintendent of in volume with $7,303,197, followed by 
agencies since 1948, has been given an the Babcock agency at Philadelphi: 
indefinite leave of absence from Trav- With $7,003,364. General agencie 
elers on the advice of his physician. which won division trophies for pro- 
He joined the company as a field as- ducing the greatest percentage ove 
sistant at Charlotte in 1924 and was their assigned volume were Shepari 
named manager in Atlanta in 1928. at Hartford, Fee at Kansas City, Fraser 

at Saginaw and Koppen at Phoenix 
Equitable Soci Individual honors were earned by 
quitable Society 1,230 agents. 

S. Jerold Duran has been appointed 
associate manager of the group depart- 
ment. He joined Equitable in 1947 and 
has been divisional group manager at 
Chicago. 


NATIONAL LIFE OF VERMONT- 
Sales in the first nine months totaled 
$209,606,000 up 32.5%. Insurance in 
force rose to $1,988,540,000, up 11%. 
The net rate earned on: investment 

MARYLAND LIFE—John P. En- before federal income tax was 4.11% 
right, superintendent of agencies for Compared to 3.89% last year. The ayv- 


the past year, has been promoted to erage size policy issued was $13,569, 
vice-president. compared to $10,624 last year. 


MAINE FIDELITY LIFE—George JEFFERSON NATIONAL LIFE- 
B. Heath, former assistant to the con- October production was almost $2 mil- 
troller of New England Life, has lion over the company’s previous rec- 
been elected assistant treasurer and ord month. Life business for the six- 
controller. week period ending Nov. 7 was up 
29% over 1956, while A&sS sales 
showed an increase of 74% exclusive 

RECORDS pe 
production in October was the largest 
in the company’s history. More than 
NORTHWESTERN NATIONAL— $70 million paid production is ex- 
As the result of a record-breaking Oc- Pected for calender y ear 1957, more 
tober, sales of individual policies by than twice the company’s record four 

Northwestern National Life through Y€&@Fs ago. 
the first 10 months of 1957 are $2 mil- 
lion greater than for all of 1956. Ordi- 
nary sales for October alone totaled 
$24,217,000, a gain of 17% over Octo- 
ber, 1956. Top agency for the month 
was White & Odell, Minnesota state 
agency, with nearly $6 million. Group 


life sales through October ran 20% 
ahead of the first 10 months of 1956. 





NORTH AMERICAN LIFE—Sales 





UNITED LIFE & ACCIDENT—Sales 
in the first nine months were up 90%. 
Insurance in force totaled $263,371,791 
compared to $216,502,477 at the same 
time last year. Assets increased $1,456,- 
rp in this period to a total of $37,822,- 

14. 


MUTUAL BENEFIT LIFE—Life 
sales of $107,313,438 in October set a 
new production record for any single 
month. The previous high was set in 
October of last year when $88,383,433 
was submitted. The new mark was 
set during the annual 1-month cam- 
paign known as “the duel,” in which 

GUARDIAN LIFE—In the tradition- agencies are divided into two compet- 
al October campaign honoring Chair- ing “armies.” The goal this year was 
man James A McLain, the field force $75 million. Winner was the Murrell 
submitted $33 million of ordinary life agency at Los Angeles with $6,407,380 


JEFFERSON STANDARD—Sales in 
the first nine months totaled a record 
$174,083,496. A net gain of $95,694,370 
in life insurance in force brought 
et insurance in force to $1,680,052,- 
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National L.& 
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of submitted business. The Earls agen- 
at Cincinnati was second with $5,- 
697,479. Other leaders were McDoug- 
all at Cleveland with $4,346,039; Ros- 
enbaum at New York with $4,090,000; 
Otto at Detroit with $3,235,292, and 
Guibord at Newark with $3,025,933. 
Eight agencies passed the $2 million 
mark and 30 sold more than $1 million. 


AMERICAN NATIONAL LIFE— 
The field force wrote $131,346,375 of 
new life during its September and 
October campaign in honor of Execu- 
tive Vice-president W. L. Vogler. This 
figure surpassed the previous high 
mark set last year by $21,316,161, the 
largest contest increase yet set during 
these months. The full family protec- 
tor policy accounted for $38,008,685 of 
the total. American National Life’s 

aid business so far this year is run- 


ae 40% ahead of the same period of 


1956. 


STATE MUTUAL—Individual life 
sales in October set a record for any 
month, totaling $21,532,429. This rec- 
ord plus July sales, the second largest 
month, boosted business in the first 
10 months to $166 million, up $18 
million. The Hammer agency at Tampa 
led in October. The company continued 
to issue policies during its 3-day move 
to a new home office. A $1 million 
policy was issued the last day in the 
old home office. 


EQUITABLE LIFE OF IOWA— 
New paid life sales during the first 10 
months were $139,917,082, up 12.6% 
from last year. Total in force at the 
end of October was $1,559,798,908, an 
increase of more than $68 million 
since Jan. 1. The Detroit agency led 
all agencies during October. 





Plan Second Nationwide 
Health Study Next Year 


Health Information Foundation and 
the national opinion research center 
of the University of Chicago will con- 
duct a nationwide survey of medical 
costs and voluntary health insurance 
coverage next year. It will be a re- 
survey of the 1953 study made by the 
two organizations. 

The 1958 study is expected to pro- 
vide comparisons with the 1953 data on 
medical expenditures, use of medical 
services and patterns of health insur- 
ance coverage. It will collect a larger 
amount of information on individuals 
not presently covered by A&S and on 
families with high costs. Next year’s 
study is expected to show the improve- 
ment and increase in health insurance 
coverages in the country. 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, Nov. 19, 1957 
Current 








Aetna Life 
Beneficial Standard 





Cal.-Western States .. 
Columbian National .. 
Commonwealth Life .. 
Connecticut General 
Continental Assurance 
Franklin Life ................ 
Great Southern Life 
Gulf Life 
Jefferson Standard ......... we 74% 
Kansas City Life ........... 
Liberty National Life ... 
Life & Casualty ............... 
Life of Virginia ...... 
Lincoln National .... 
National L.&A. ...... 
North American, Ill. ... 
N. W. National Life ... 
Ohio State Life 
Old Line Life ............... 
Republic Natl. Life ... 
Southland Life ............. 















United, m1. 
US. Life .... 
West Coast Life o...cccccccccccccccccsssscssvee 39 42 
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Two Blue Cross Plans 
File New Rates In Pa. 


Associated Hospital Service of Phil- 
adelphia and Hospital Service Associa- 
tion of Western Pennsylvania (Blue 
Cross plans) have made new rate fil- 
ings with the Pennsylvania department. 
Each plan has 2 million subscribers. 

Commissioner Smith will conduct 
public hearings on both filings. The 
dates and places will be set soon. Re- 
sponsible organizations will be permit- 
ted to testify and cross-examine wit- 
nesses at the hearings. They also will 
be subject to cross-examination. 

Responsible organizations will be al- 
lowed to inspect both filings at the de- 
partment’s offices in Harrisburg, Phil- 
adelphia and Pittsburgh. Inspection re- 
quests should be made in writing. 

Mr. Smith will notify the four other 
hospital plans in the state that if they 
contemplate making any new rate or 
contract filings, to make them at once. 
If filings are made by these other 
plans, hearings will be held in the 
areas which they cover. Responsible 
organizations will be permitted to in- 
spect the filings and participate in the 
hearings. 


N. J. Disability Benefits 
Council Urges Change 


In Formula, Increases 


New Jersey advisory council on dis- 
ability benefits, in its annual report 
to Gov. Meyner, is recommending a 
change in the benefit formula, ex- 
tension of coverage to employers of 
one person or more, payment of an 
additional $3 per day to hospitalized 
claimants, and retroactive payment 
for the waiting week after three 
weeks of eligibility. 

The majority report of the council 
urges provision be made for a yearly 
adjustment of the maximum benefits 
payable to three-fifths of the average 
weekly wage. The minority report op- 
poses this, pointing out that since tem- 
porary disability benefits began in 
1949, the maximum weekly benefit has 
increased 59%, while the average 
weekly wage has only risen 40% dur- 
ing the same period. 

To finance the expected increase in 
disbursements which would be caused 
by its recommendation, the majority 
report urges that the taxable wage 
base for disability insurance purposes 
be raised from the present $3,000 to 
$4,200. 

The majority advocates payment of 
benefits for the first week of disability 
if the three weeks immediately suc- 
ceeding are weeks of compensable 
into line with those prevailing for un- 
employed workers who become ill cr 
disabled. The minority report in op- 
disability. This would bring state plan 
and private plan provisions of the iaw 
posing this move, cited the fact that 
no state with a disability insurance 
program has provided for compensa- 
tion for the first week of illness, and 
said that such a provision might be 
conducive to malingering. 


Orphans’ Yule Party Set 


By Chicago A & H Industry 


Chicago A&H people are holding 
their 10th consecutive Orphan’s Christ- 
mas party, December 17, 1957, in the 
grand ballroom of the LaSalle hotel. 
Jack Olson, Combined, and Norman 
DeYoung, DeYoung & Associates are 
co-chairmen of the event. 

The party is financed through the 
donations of key companies, agencies, 
individuals in the A&H business and 
with the backing of the treasury of 
Chicago A&H Association. 

The youngsters, from the Angel 
Guardian Catholic orphanage in Chi- 
cago and the Norwegian Lutheran 
children’s home of Park Ridge, num- 
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GENERAL AGENT 


OPPORTUNITY 





CAN YOU PROSPECT? 


Do your prospects come directly from your own 
effort, ability and imagination and not from office 
leads, your supervisor, your manager? 

Can you show others “how to”? 


CAN YOU TELL A CONVINCING SALES STORY? 


If you’re doing well right now with what you've 
got, you'll do better with our proven competitive 
merchandising plans featuring dismemberment— 
lifetime income—top value income settlement 
option—and the premium payment plan of the 
future, Check-O-Matic. 

Can you inspire and show others “how to”? 


CAN YOU COMPETE? 


Do you enjoy competing with others? More 
important, do you compete with yourself? 
Can you instill this spirit in others? 


DO YOU REALLY WANT TO EARN MORE MONEY? 


Do you want to earn top present and future 
dollars for your own personal “know how” and 
for your ability to show others “how to”? 


HERE’S YOUR ANSWER! 


Highest lifetime service fee in the business to 
adequately compensate the career underwriter— 
fully vested renewals for 9 years—top Ist year 
commission on par and non-par policies—agency 
office allowance—non-contributory pension 
plan—operating capital for new agents. 


Write, Wire, Phone 
FREDERICK E. JONES, President 
HOWARD W. KRAFT, Vice President 
and Director of Agencies 





ATE LIFE 
OLY 


COLUMBUS 15, OHIO 


THE Qptt0 S) 





Licensed in: Arizona, California, Delaware, D.C., Illinois, Indiana, lowa, Kentucky, Maryland, Michigan, 
Minnesota, Missouri, N. Carolina, Ohio, Pennsylvania, Texas, Virginia and West Virginia. 















SANTA BARBARA 
1'57 


Are you on 
the outside | 
looking ‘ge 
in? 2 









oN 
Santa Barbara...Lake Louise “4 di 4 


..that’s our convention schedule ~ 
for this year and next. You can 
open the door to a Pacific National Life general 
agent career for yourself. When you do, you'll 
enjoy non-contributory pension plan and be able 
to offer top commission contracts to your agents. 
How about it? Why not write to: Kenneth W. 
Cring, Vice-President and Supt. of Agents. Do 
it Now! Travel on the winning team. 


Sete PACIFIC NATIONAL LIFE 
AV presurance Qs. 
















Home Office: 411 East South Temple, 
Salt Lake City, Utah -:- Ray H. Peterson, Pres. 
Kenneth W. Cring, Vice-Pres. and Supt. of Agents. 










iG HeNATIONAL UNDERWRITER 


Complete portfolio of Life and S&A ... outstanding 
package exclusives . . . Junior Estate builder . . . 
automatic Waiver . . . $10-per-thousand Disability 
Income ... Non Cancellable S&A (to 65)... 
comprehensive mass coverages . . . progressive mer- 
chandising . . . professional training . . . exclusive 


HOME OF 


(onfident 


Living 


performance bonus. Ask for Confident Living bro- 
chure ““BO-321”’. 





HOME OFFICE 
MINNEAPOLIS, 
MINNESOTA 








NORTH AMERICAN Hie and Zasrualty Zampany 


H. P. Skoglund—President ¢ J. E. Scholefield, CLU—Vice President, Director of Agencies 


@ @ @ @ OVER HALF A BILLION OF LIFE INSURANCE IN FORCE @© @© @ @ 


Woodmen of the World offers 
the most liberal contract 
available, anywhere! 






Woodmen's showing of excellence in 
just, liberal, speedy claim settlements 
stands out. Checks to beneficiaries are 
usually in the mail within 48 hours 
after receipt of proofs. This is a strong 
asset to the field representative. 












For full details, write: 


T. E. Newton, Field Manager 
Dept. 11-WNU 

Woodmen of the World 
Insurance Bidg. 

Omaha 2, Nebraska 





ROE G Unlimited Free Treatment for Pulmonary Tuberculosis 
“>. WOODMEN 2 WORLD 
$ L, THE 

rn 
¢ < LIFE INSURANCE SOCIETY 
% AD Home Office: 1708 Fornam Street 
% a 


0" ° 
SINCE \e7 World's Financially Strongest Froternol Benefit Society 


ber about 100. They will be treated to 
a full course turkey dinner with all 
the trimmings and entertained by pro- 
fessional acts, stars of television and 
sports world. 

Members of the association play the 
role of “foster” parents for the young- 
sters. There will be Santa Claus and 
clowns, all played by association mem- 
bers. This year Santa will pass out 
football equipment, dolls, painting sets, 
candy and a bowling alley for each 
school. 


Cal. A&S Managers 
Elect Wood President 


California Assn. of A&H Managers 
Clubs at its annual convention elected 
Lloyd F. Wood, Hartford Fire, pres- 
ident; Robert E. Little, Massachusetts 
Protective, vice-president, and Wil- 
liam C. Millar Jr., Massachusetts 
Bonding, secretary-treasurer. 


Milwaukee A&H Men Meet 
New Board, Hear Randall 


Loane J. Randall, executive vice- 
president of St. Paul Hospital & Casu- 
alty, was the speaker at the November 
meeting of Accident & Health Under- 
writers of Milwaukee. President John 
J. Frey, Prudential, presented the 
members of the new board of govern- 
ors: Richard E. Mueller, Provident 
Life & Accident, chairman; A. H. Bond 
Jr., Bankers Life; Walter E. Jordens, 
Time; George A. Knutsen, Mutual of 
New York; Robert G. Morris, Monarch 
Life; Donavon Morrissey, Doolan 
agency, and Alex H. Siegner, Business 
Men’s Assurance. 


— 


Patterson To Head 
Kansas City A&S Assn. 


New officers of Life, Accident, 
Health and Hospitalization Service 
Assn. of Kansas City include Robert P. 
Patterson, Mutual Benefit H.&A., pres- 
ident; Robert Crosswhite, Old Security 
Life, vice-president; Meredith  E. 
Thomas, Employers Re, secretary and 
Herbert V. Putthoff, Old American, 
treasurer. 


Portland A&S San. 


Elects Gilbertson 


J. L. Gilbertson, H. K. Coffey & 
Associates, Portland, has been installed 
as president of Oregon Assn. of A&H 
Underwriters. Other officers are G. 
C. Fugitt, Pyramid Life, vice-presi- 
dent, and Harry W. Trueblood, Ins. 
Co. of Oregon, secretary-treasurer. 





Connecticut General has moved its 
Cleveland office from 925 Euclid ave- 
nue to 2800 Euclid avenue. 
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Chicago Claim Assn. 
Members Told How They 
Can Help Investigator 


What companies can do to aid clain; 
investigators was discussed by B, 4 
Richardson, superintendent of claim; 
services for Retail Credit Co., at th 
November meeting of Chicago Claip 
Assn. 

A company should be specific in ap 
investigation request, stating exactly 
what is wanted in a particular report 
he said. “We have many masters,” fy 
said, pointing out that a company may 
will know the policy of his company 
but the bureau must “interpret the 
wishes” of many. This sometime 
leads to wasted time and effort on the 
part of the investigator because le 
gathers information § the company 
doesn’t want. 

Another major problem is gettin; 
information from doctors, Mr. Richard. 
son stated. “If you have written qj. 
rect to the doctor, and have not re. 
ceived a reply, or need more infor. 
mation, give that information to the 
investigator—it will save time, wez 
and tear on both the doctor and th 
investigator,” he advised. He cited a 
an example the investigator who calle 
three times on a doctor before he wa 
granted an interview, only to have th 
doctor say that he had mailed a re 
port to the company the week before 
and did not want to waste his tim 
giving the same information again. 


Another problem sometimes encoun-} 
tered is charges for reports obtaine} 


from hospitals and doctors. Mr. Rich. 


ardson described one occasion whe} 
an investigator asked a hospital for a} 
autopsy report after being told the fef 


would be “around $2.” The pathologis 
submitted a bill for $200 along wit 
the report. When asked why the charg: 
was so high, the doctor stated that h 
intended to “combat the practice ¢ 
insurance companies of underpayin; 
doctors for services rendered.” He re 
ferred in his letter to an insurane 
case where a lawyer might get a $l; 
500 to $2,000 fee while a doctor whos 
testimony has “won the case” migh 
receive $25. Mr. Richard stated thi 
he did not think it was right to pas 
this fee on to the insurance company, 
and his company had no intention ¢ 
paying it. 


Manufactures Ups Dividends 

Manufacturers Life has increase 
the scale of dividends to paid policy: 
holders in 1958. This is the sixth in 
crease since 1951. 
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LIFE INSURANCE EDITION 


Bankers National Holds 30th Anniversary In Fla. 


(CONTINUED FROM PAGE 7) 


of prospects as a by-product of group 
cases he has installed. 

Mr. Good discussed the new presi- 
dent’s policy series that offers 24, 50, 
and 120 months of non-confining sick- 
ness benefits, along with a complete 
new illustration that contains all the 
information needed to present this cov- 
erage to the prospect. This new bro- 
chure includes a survey for finding 
the need, the actual presentation of 
the coverages desired, the rates, and 
the application. Along with this sim- 
plification of the merchandising proc- 
ess, he mentioned the introduction of 
the new non-cancellable slide rate 
chart that enables the man in the field 
to get a rate within seconds for over 
64 different combinations. 

Walter J. Rogers, assistant director 
of agencies, covered briefly “Things 
to Come.” He mentioned some of the 
new policies being developed in the 
actuarial department. They include 
participating coupon policies, a family 
package plan, a non-par ordinary life 
contract which can be issued standard 
or sub-standard to go along with the 
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The Whole Family 
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sonal insurance. Juvenile 
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preferred risk, non-par ordinary life. 

John D. Brundage, executive vice- 
president, closed the meeting with a 
short talk entitled “What’s the Good 
Word.” 

“Don’t let today’s market situation 
worry you,” he urged. “Let the home 
office be concerned with the sound 
and fury of the market place. Put your 
trust in your company to keep pro- 
cedures and products up to date. 

“Let’s think together about the real 
opportunity of getting more premium 
dollars in life insurance by again 
showing people how to save through 
life insurance. There is no reason why 
we can’t get back into the savings 
market but it requires a change in pub- 
lic attitude as well as field underwriter 
attitude. It requires reselling appreci- 
ation of cash values as well as the 
idea that life insurance is guaranteed 
savings and good property. 

“No company can protect you at all 
times from competition, but you can 
help yourself by selecting your own 
best market and servicing that market 
better than anyone else. You cannot 
stay up to date in all lines, so spe- 
cialize in the market you can best 
serve. Stop a minute and note where 
your last 10 sales came from, then 
analyze them.” 


N. Y. Life Publishes 


Job Information Guide 


A bibliography of recent occupa- 
tional literature, Guide to Career In- 
formation, sponsored by New York 
Life and published by Harper & 
Brothers, is being distributed to se- 
lected guidance counsellors and school 
libraries throughout the U.S. 

The book is another step in New 
York Life’s career information serv- 
ice, which is designed to bring young 
people information concerning career 
opportunities in all fields of endeavor. 
The company five years ago began its 
series of public service career adver- 
tisements, 2-page articles by men and 
women who are authorities in their 
respective fields. The new bibliography 
lists more than 800 books and pamph- 
lets on current job information. They 
are grouped under 52 occupational cat- 
egories. A brief resume in non-tech- 
nical style, including price, number of 
pages and where the material may be 
obtained follows each listing. 


Magazine Praises State Mutual For 
Office Space Given Clerical Help 


An article in the November issue of 
Fortune magazine praises State Mu- 
tual for giving preferential treatment 
to the clerical staff when allocating 
office space in its new home office 
building in Worcester. 

The article, “What Management 
Doesn’t Know Can Hurt,” criticizes 
some business executives for “ignor- 
ance of office operation . . . frequent- 
ly demonstrated by misuse of floor 
space.” State Mutual, however, has 
abandoned the custom of placing de- 
partment heads in corner offices. On 
each of the three floors of the new 
building, clerical workers have an acre 
of open, window-lighted floor space, 
while division and branch heads are 
located in the central core of 11 
fluorescent-lighted offices on each 
floor. The top floor houses only the 
president, the chairman and a division 
of planning and research. 

The article quotes R. K. Gad, direc- 
tor of the office-planning division of 
Shaw-Walker Co. of New York, to the 
effect that the best space should not 
be given to the executives. Shaw- 
Walker gives all possible window 
space to the clerical workers whose 
morale and productivity may need 
boosting. 
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HieNATIONAL UNDERWRITER 


Marginal Agents Not Always In Lower Brackets 


(CONTINUED FROM PAGE 11) 


strongly that the use of a good func- 
tional cost analysis will be very help- 
ful to any company, and equally 
strongly that the introduction of a 
functional cost analysis will lead to 
realistic supervision. As an important 
by-product, the introduction of a func- 
tional cost analysis will make the en- 
tire agency staff cost-conscious by the 
very fact that the process of this anal- 
ysis involves every clerk and supervis- 
or in the field. But the benefits of a 
functional cost analysis are blunted, he 


said, ‘“‘unless we tie it in with a definite 
understanding of how our field man- 
agement is compensated.” 

“Unless we know how our compen- 
sation formula directs our manager’s 
action, we may well be at a loss to ex- 
plain the picture of the agency pro- 
vided by the functional cost analysis,” 
said Mr. Leavitt. 

“Are we actually paying the man- 
ager for what we want him to do, or 
do we just think that we are? Are the 
provisions of our compensation formu- 
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LIFE 
INSURANCE 
METHODS 
SPECIALIST 


Chicago Home Office of 
a newly established Life 
company has need for a 
man experienced in 
Policy Issuance or Life 
Methods and Procedures 
work. This position car- 
ries responsibility for de- 
veloping office systems 
and procedures and pro- 
vides an excellent op- 
portunity to advance 
with a rapidly growing 
firm. Applicants should 
presently be engaged in 
life insurance methods 
work or in a managerial 
capacity in policy issue. 
Replies will be held in 
strictest confidence and 
should include in detail 
qualifying experience. 
Please state age, educa- 
tion and expected salary. 


Box X-90 


The National Underwriter Co. 
175 W. Jackson Blvd. 
Chicago 4, Illinois 





la so complex that they don’t properly 
reflect the manager’s job—at least 
those portions of the job that we indi- 
vidually deem it advisable to empha- 
size? ... 
e 

“If a study of field management 
compensation is necessary to an un- 
derstanding of our functional cost re- 
sults, it is equally true that a function 
al cost study is necessary if we are to 
have realistic management compensa- 
tion. For example, suppose we are con- 
sidering a cost provision in the man- 
agement compensation formula. With- 
out a functional cost analysis, it is df- 
ficult to see how we can properly iden- 
tify, first, those elements which gen- 
erate cost and, second, those elements 
of cost that are actually under the con- 
trol of the manager. 

Provident Mutual has been licensed 
in Montana and Nevada. 

Crown Life has been licensed in 
Illinois. 





willing to furnish this information. 


fidence. 


Chicago 4, Illinois. 





HOME OFFICE AGENCY EXECUTIVE 


Rapid-growing Chicago area company with over a billion of life 
insurance in force writing both life and A&S has opening for a capa- 
ble, experienced individual to supervise General Agencies. 


Individual selected must have had successful selling experience as 
an agent, recruiting experience as a General Agent or Supervisor in 
an established General Agency and be capable of recruiting, direct- 
ing and motivating General Agencies in life and A&S production. 


In reply please be specific as to education, experience, age, with 
company names, insurance affiliations, income, past and present con- 
nection and reason for desiring change. Do not reply unless you are 


Our staff knows of this advertisement. All replies held in strict con- 


Address Box X-82, c/o The National Underwriter Co., 175 W. Jackson Blvd., 











WANTED 
General Agent or Agency 
FOR THE STATE OF UTAH 


by fast-growing progressive legal 
reserve stock company. Extremely 
attractive portfolio of life and non- 
cancellable Accident & Sickness and 
Hospitalization contracts. Excellent 
commission and vested renewals. 
Opportunity for participation in 
record growth by stock options. Re- 
plies confidential. Write to Box No. 
X-81, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 
4, Ill. 











A & S Underwriter 

for large general insurance brokerage firm to 
service accounts and fo assist in sales; must be 
familiar with all forms of individual A & S and 
group special risks. Knowledge of group insur- 
ance desirable. Write Box X-85, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Blivd., 
Chicago 4, Ill. 

















TWO AMBITIOUS AGENTS in Mid-Thirties, 
8 years experience, see Los Angeles General 
Agency. Personally producing I'/2 million. Will 
develop quality agency and personally produce. 
Company with sound development and financial 
program. Please reply to Box X-92, c/o The 
National Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Illinois. 





AGENCY ASSISTANT 


Here is an unusual opportunity for a life 
man 28-40 interested in training—creative 
—promotionai work ... someone qualified 
for rapid advancement to a key home of- 
fice agency department position with one 
of America's largest and fastest growing 
life insurance companies. Home Office, 
Chicago. Salary open. Send résumé in con- 
fidence to Box X-69, The National Under- 
writer Company, 175 West Jackson Blvd., 
Chicago 4, Illinois. 








EXECUTIVE WANTED 


A real opportunity for a young man to get in 
on the ground floor of a new, well-financed 
life company, located North Dakota. Salary 
open, stock option available. Prefer background 
in underwriting and policy issue or knowledge 
of general home office operation of a small 
company. Reply Box X-65, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 
4, Illinois. Please give details of qualifications 
and salary requirement. 








ACTUARIES WANTED, A.S.A.’s 


Young, ambitious men, one with Ordinary 
and one with Group experience, who plan 
to complete their examinations. These 
openings are challenging and full of oppor- 
tunity since the company has national ex- 
pansion programs under way in both lines. 
Salaries and fringe benefits are excellent. 
Replies confidential. Write Box X-73, c/o 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Illinois. 
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Greenough President 
of Teachers I. & A. 


NEW YORK—William C. Greenough 
has been advanced from exccutive 
vice-presj. 
dent to president 
of Teachers In. 
surance & Annuity 
and of College Re. 
tirement Equities 
Fund, Teachery 
variable annuity 
affiliate. : 

R. McAllister 
Lloyd, who has 
been chairman and 
president, contin- 
ues as chairman 
and chief execu- 


W. C. Greenough 


tive officer. 

Mr. Greenough was assistant to the 
president of Indiana university before 
joining T.I.A.A. in 1941. He was elect- 
ed executive vice-president and a 
trustee in 1955. 


* 

Other promotions include Richard 
F. F. Nichols to executive vice-presi- 
dent; Harold B. Brian, and Harry B, 
Freeman Jr., to vice-president; Robert 
A. McMillan and Donald S. Willard 
to assistant vice-presidents; Joel Per 
and Francis P. Gunning to counsel and 
associate counsel, respectively; Corwin 
H. Barnum and Joseph H. Bostock to 
associate treasurer, and Reginald A. 
Cook to investment officer. New offi- 
cers elected are Leonard Brooks and 
Edwin R. Fritchman as assistant in- 
vestment officers and James J. Law- 
lor as assistant treasurer. Six new ad- 
ministrative assistants were appointed. 

Luther H. Foser, president of Tuske- 
gee institute, and James A. Perkins, 
vice-president of Carnegie Corp. of 
New York, were elected to the board 
of T.I.A.A. and W. Allen Wallis, dean 
of the school of business administra- 
tion of University of Chicago, and Wil- 
bur K. Pierpont, vice-president of Un- 
iversity of Michigan, were elected 
trustees of C.R.E.F. 


Forming New Life Co. 
At Springfield, Ill. 


A new life insurance company is 
being formed at Springfield, IIl., to be 
known as Champion Life. It is being 
incorporated by three Springfield men, 
Robert W. Deffenbaugh, an attorney; 
Harold A. Meyer and Will F. Winger- 
ter. Mr. Meyer is vice-president of 
Great States Ins. Co., and Mr. Winger- 
ter heads Pegwill Packing Co. 

According to Mr. Wingerter, the 
company expects to be in operation on 
issuance of its license, possibly within 
three weeks. 





ACTUARIAL POSITION 


Medium sized life insurance company 
(N. Y.) seeks person with at least three 
years life actuarial experience. Society of 
Actuaries examinations recognized but not 
essential. Starting salary $6,000 to 7,000 
for person capable of accepting responsi- 
bility (including some supervisory). Good 
opportunities for advancement. Reply in 
detail giving experience, education and 
any special qualifications to Box N.Y.-7I, 
c/o The National Underwriter Co., 17 
St., New York 38, N. Y. 
John 














AN UNUSUAL OPPORTUNITY 


in national general insurance firm for man with 
extensive knowledge and sales experience in all 
phases of Life and A & S$ insurance. To assist 
department manager in sales, promotion and 
service. Salary open. Write Box X-88, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill 
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List Speakers For 
Institute Of Life 


Insurance Meeting 


NEW YORK—Speakers have been 
announced for the annual meeting of 
Institute of Life Insurance, to be held 
at the Waldorf-Astoria hotel here 
Dec. 10. 

Dr. Leroy E. Burney, surgeon-gen- 
eral of the U. S. Public Health Ser- 
vice, will address the luncheon 
session. 

Frederic W. Ecker, chairman of the 
institute and president of Metropoli- 
tan Life, will preside and will open 
the program with an address on 
“Leadership Through Understanding 
—a Goal of Public Relations.” 

Holgar J. Johnson, Institute presi- 
dent, will give a talk on “The Emerg- 
ing Pattern of Corporate Citizenship,” 
citing the vital role of business or- 
ganizations in today’s social-economic 
life 

A feature of the program will be a 
symposium “Cooperation with the Ed- 
ucational System” in which the parti- 
cipants will be Benjamin C. Willis, 
general superintendent of schools at 
Chicago, Dr. Robert E. Jenkins, super- 
intendent of schools at Ridgewood, 
N. J., Miss Virginia R. Gilliam, chair- 
man of the study group in Norfolk, 
Va., public school system, and Dr. 
Harlan B. Miller, director of the ed- 
ucational division of the Institute. 

Speaking on “A Revolution in Busi- 
ness Reporting,’ Chester C. Nash, 
director of the press division of the 
Institute, will describe the role of the 
Institute in helping the life insurance 
business meet the changing conditions 
in business and financial reporting 
over the past decade or two. 


First United Life 
Marks First Birthday 


First United Life of Gary recently 
held an open hcuse to celebrate its first 
year anniversary. Organized with a 
capital and surplus of $2 million paid 
in by its stockholders, all residents of 
Indiana, the company began writing 
insurance Nov. 9, 1956. One year later 
ordinary and term paid for and in force 
amounted to $15,225,187. This is said to 
be a new national record for first year 
old line legal reserve life companies. 
In one year’s time the staff has gone 
from four home office employes and 
No agents in the field to 18 in the home 
office and more than 150 agents. 

Starting from scratch in three 
months the company had written and 
paid for $1,500,000; by May, $4,156,165; 
Aug. 1, 1957, $10,255,540; November, 
1957, $15,225,187. 


Fidelity Life Assn. 
To Begin Sales Drive 


: Fidelity Life Association is conduct- 
Ing a special agents’ plaque contest to 
feature the company’s drive to reach 
$100 million in force during 1957, ac- 
cording to William H. Rothermel, ex- 
ecutive vice-president. Fidelity Life 
Association is a mutual legal reserve 
company located in Fulton, Il. 

Bronze, silver and gold plaques will 
be awarded for production totals com- 
piled from Nov. 25 to Dec. 23. 

Fidelity, founded in 1896, showed 
$67,857,351 of insurance in force when 
it became a legal reserve company in 
1953. It had $88,675,596 in force at the 
end of 1956. 





LIFE INSURANCE EDITION 


Bl ue Cross Rate Boost Request Draws Fire InN. Y. 


(CONTINUED FROM PAGE 1) 


and pension plans, whose firm serves 
600 such plans throughout the U. S., 
including 100 in New York state. 
Among his firm’s clients is Associated 
Hospital Service of New York. He said 
no premium rate increase should go 
into effect in 1957. If there is to be an 
increase effective in 1958, it should be 
based on the assumption that no 
further rate hike would be requested 
for at least two to possibly three 
years. This is a must, particularly 
since unions and employers who bar- 
gain collectively on welfare benefits 
must know in advance what their cost 
obligations will be for the duration of 
the agreements. 

There should be no premium in- 
crease for groups which are on an 
experience rated bases because these 
groups are currently paying the in- 
creased hospital costs, Mr. Segal went 
on. He agreed with Mr. Garside that 
there should be a reduction from 4% 
to 2% in the accumulation of the 
statutory reserves. This would free 
part of the Blue Cross income and 
would have the effect of postponing 
even further the proposed rate in- 
crease or of reducing it. Or it might 
be used to provide greater benefits, 
or serve as an additional cushion 
against future increases in hospital 
care and cost—or a combination of 
some of these. If there is to be an 
increased premium, it should contem- 
plate certain basic improvements in 
the extent of Blue Cross coverage, 
such as care for infants from the first 
day of birth, full payments of anes- 
thetist’s charges regardless of whether 
the anesthesia is administered by a 
full time employe of the hospital or a 
physician who is not full time, and 
other desirable improvements. 


Mr. Segal proposed the creation of 
a “commission on quality and cost of 
hospital care” financed by Blue Cross. 
Such a group would consist of prom- 
inent persons in public health, labor 
and industry and the hospital and 
medical professions. They probably 
would be appointed by the superin- 
tendent or the governor. The organ- 
ization would undertake research 
studies to enable hospitals to provide 
better and more comprehensive care 
at affordable cost; help develop better 
and more efficient administrative and 
purchasing procedures; develop uni- 
form accounting methods by which 
hospital costs could be compared and 
evaluated, and study other relevant 
aspects of hospital care. 

“In my judgment it would be more 
worthwhile to spend $250,000 in re- 
search on how to give comprehensive 
hospital care of high quality at a rea- 
sonable cost than to pay $10 or $20 
million more three years from now 
simply because costs kept going up 
and nobody tried to understand or 
contro] the reasons,” Mr. Segal as- 
serted. 

He proposed that these research 
studies be conducted under the aus- 
pices and control of the commission 
but financed by A.H.S. as part of its 
educational and public information 
programs. Blue Cross has a great 
stake in giving the most comprehen- 
sive coverage at the lowest cost, be- 
cause a continuous rise in the cost of 
hospital care has reached the point 
where prepaid hospitalization would 
be out of reach of many current sub- 
scribers and groups, he said. 

Strong opposition to the application 
came from Harold Faggen, New York 
actuarial consultant on welfare plans 


to labor and management, who said 
he supports the basic principles under- 
lying Blue Cross but takes issue in 
four general areas with A.HS. offi- 
cials. He accused Blue Cross of 
accumulating excessive surplus, in- 
curring excessive expenses, using an 
inequitable formula for payments to 
hospitals, and failing to disclose all 
phases of operations to subscribers. 

As a result of the 1952 rate in- 
creases, Mr. Faggen said, income from 
subscribers during that ear amount- 
ed to $15.99 while the cost of hospital 
claims per subscriber was $13.19, giv- 
ing A.H.S. a gain of $2.80 per sub- 
scriber. After taking care of all 
administration costs and setting up 
reserves for hospital claims and ma- 
ternity benefits, there was a net gain 
in surplus of almost $8.2 million. By 
the end of 1952, surplus had increased 
to $34,642,000. That amount was not 
disclosed in the annual report issued to 
subscribers but did appear in the re- 
port of the New York department 
examiner covering the triennial ex- 
amination as of Dec. 31, 1952. By 
1954, the accumulation of excessive 
surplus had become so large that 
A.H.S. officials started over-reporting 
“hospital benefits” in their annual 
report to subscribers. The report for 
1954, instead of giving the amount 
paid, stated an amount of “hospital 
benefits received by subscribers.” 
A.H.S. gave this amount as $93 mil- 
lion which is $12 million more than 
the amount they reported to the in- 
surance department as paid the hospi- 
tals. Nothing was_ reported’ to 
subscribers to indicate the amount 
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paid the hospitals was only $81 mil- 
lion and not $93 million, he said. This 
device has been followed ever since. 
For 1956, the report to subscribers 
stated that ‘hospital benefits” 
amounted to $123,940,232, which ex- 
ceeds by $20 million’ the amount 
A.H.S. actually paid the hospitals as 
reported to the insurance department. 

By Dec. 31, 1955, A.H.S. had accum- 
ulated a total surplus of over $62 
million, of which more than $36 mil- 
lion was in excess of statutory re- 
quirements, Mr. Faggen charged. The 
report issued to subscribers for 1956 
stated that surplus had decreased to 
$58,716,347. However, Mr. Faggen 
said, his analysis of the report to the 
state insurance department indicated 
that surplus at the end of 1956 was 
$62,520,113. He said this is due to the 
way various figures were carried in 
the report to subscribers for 1956. 

The income per subscriber for 1956 
amounted to $17.56, while the cost of 
hospital claims per subscriber was 
$16.72. This left a gain of 84 cents per 
subscriber. In addition there was net 
investment income of $2.2 million. to- 
tal management expenses during 1956 
amounted to $9,417,442, including such 
items as $465,549 for advertising and 
$2,032,173 for other expenses of solici- 
ting subscribers. The number of sub- 
scribers increased 57% between 1949 
and 1956, while management costs dur- 
ing the same period rose 127%, the 
cost of soliciting subscribers increased 
199% and advertising costs rose 2,- 
379%. The expense of soliciting new 
subscribers rose from $2.22 in 1949 to 
$6.67 in 1956. 

Mr. Faggen that he learned last 
June about the application for an in- 
crease in rates and immediately urged 
welfare fund trustees and union lead- 
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ers to ask the superintendent to 
request a public hearing. Those who 
did received a letter in July from the 
superintendent stating that the Blue 
Cross management had _ reappraised 
its financial condition and concluded 
that a rate change was not imperative 
at that time. Action was deferred. Mr. 
Faggen wondered what changes in 
condition made it necessary for Blue 
Cross to resubmit its application so 
soon. 


The application for the increase is 
based on the unproved assumption 
that each non-maternity day incurred 
in 1959 will cost $28.40 and this, in 
turn, is based on the A.H.S. statement 
that it paid an average of $24.18 per 
non-maternity day during the first 
three months of 1957, Mr. Faggen said. 
However the supervising examiner 
who looked at the application pointed 
out that the $24.18 figure was not 
correct. Last June, A.H.S. conceded 
that the actual payment during the 
first quarter of 1957 was only $22.45 
per non-maternity day. If the rate 
increases projected last May, when 
A.H.S. made the error of assuming that 
its cost per non-maternity day during 
the first quarter of 1957 was $24.18 
was reliable and necessary, Mr. Fag- 
gen wondered why the requested in- 
creases were not revised when the 
supervising examiner pointed out that 
the over-statement of $1.73 per non- 
maternity day-amounted to approxi- 
mately $9 million a year. 

Mr. Faggen recommended that the 
application for premium increases be 
denied in view of the large amount of 
surplus funds available for current 
needs. He urged that A.H.S. be di- 
rected to take firm steps to reduce 
administration costs and other “ex- 
cessive expenses.” He suggested that 
an impartial study be made to deter- 
mine a fair and equitable basis for 
making payments to hospitals which 
will neither penalize efficiency nor 
reward extravagance. He recommend- 
ed that A.H.S. be directed to make 
full and complete periodic reports to 
its subscribers, including such oper- 
ating figures and other information 
as the superintendent may deem ap- 
propriate. 


Support for Mr. Garside’s position 
came from Dr. Henry N. Pratt, a di- 
rector of New York hospital and a 
representative of Greater New York 
Hospital Assn. Since hospitals are per- 
sonal service organizations, their costs 
probably will continue to rise from 5% 
to 10% a year. Approximately 70% of 
hospital costs are for wages. 

The work week in hospitals must 
continue at 168 hours a week, all year. 
To compete with industry, they have 
reduced the average employe’s work 
week from 54 to 40 hours. Formerly 
3.1 employes were needed to cover one 
position for the 168 hours. Now, 4.2 
are needed. With increasing employ- 
ment of women in industry, hospitals 
must boost ‘vages in order to obtain 
them. About 80% of hospital employes 
are women, Dr. Pratt noted. 

The “hotel” element of hospital ex- 
pense has increased from $5.53 to 
$7.16 per day while its portion of the 
hospital dollar expense has shrunk 
from 55.5% to 29.3% in the last 12 
years. Nursing care and other services 
peculiar to hospitals have risen from 
45% to 70% of the hospital dollar. 

Daniel G. Albert, state senator from 
Rockville Centre and a representative 
of the joint legislative committee on 
health insurance plans, said the in- 
surance department should urge Blue 
Cross to provide broader contracts. 
The 21-day hospital contract is inade- 
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N. Y. Agents’ Head Hits Emphasis On Term Covers 


(CONTINUED FROM PAGE 1) 


we could have sold almost as much on 
a permanent basis. 

“In fact, there are some of our 
large companies operating in New 
York state which have enjoyed sub- 
stantial growth during this period, 
with over 90% of their insurance in- 
force on a life and endowment basis. 

“Everything else our neighbors buy 
is the deluxe model—the washer and 
dryer, the refrigerator and freezer, the 
new modern kitchen and bathroom, 
the game room, the back yard—yes, 
even the swimming pool. 


“But the life insurance must be 
stripped down, free of even the es- 
sentials—the cash values many of us 
have found most useful in times of 
emergency and unusual expense. 

“Sure, you have to borrow it, but 
at least you can get it. How much 
cash value does a swimming pool 
have, or the extra special fancy gad- 
gets on the extra special fancy car 
that is too long and too wide to fit in 
the garage?” 

Mr. Desmon freely acknowledged 
the legitimate place of term, saying 


that on occasion, term insurance is the 
best way and perhaps the only way to 
solve a need. 

“This applies to group term which 
in reasonable and realistic amounts is 
definitely sound and in the interest of 
the American people. But the empha- 
sis, in my opinion,” he declared, 
“should not be so overwhelmingly con- 
centrated on these forms.” 


Attacking the idea that term is the 
cheapest form of life insurance, Mr. 
Desmon told of comparing two poli- 
cies, one on a 5-year renewal term 
plan and the other ordinary life, both 
kept in force 42 years, and finding that 
the total net premium outlay—not 
merely the net cost—was higher for 
the term plan, in addition to which 
the ordinary policy had a cash value. 

To reverse the trend Mr. Desmon 
suggested that companies in their pro- 
gress reports emphasize premium in- 
come and total premiums in force 
instead of dwelling on face amounts 
in force. In addition he urged empha- 
sizing cash values at every opportun- 
ity. 


Unanimity Marks Illinois Agents Mid-Year Meeting 


(CONTINUED FROM PAGE 2) 


to the Danville association for highest 
percentage of membership gain and 
highest percentage of gain plus nu- 
merical gain. 

Preceding the meeting was a slide 
presentation from NALU entitled 
“Can We Have Sound Social Security?” 
In answering that question, the slides 
pointed out that social security as now 
constituted and as it is planned for 
the future, is not a sound system. The 
slides and accompanying narration 
laid emphasis on the theorem that 
every single dollar taken out of so- 
cial security must be paid for by 
someone and spoofed the notion of the 
adequacy of the $28 billion social se- 
curity trust fund, declaring that the 
fund isn’t half enough to pay for the 
increase in benefits. 

Subbing as after banquet speaker 
for Director Gerber of the Illinois de- 
partment, who was unable to attend, 





quate for older and very ill persons 
and infants to 90 days old. However, 
the committee is pleased that sub- 
scribers are not cancelled on account 
of age. 


The difference in the proposed in- 
creases for group and non-group sub- 
scribers is contrary to public interest, 
he said. The overly-high non-group 
rate will discriminate against older 
people who have retired from their 
groups and continued their coverage 
on an individual basis. He suggested a 
level premium, even if it calls for 
increasing the group rate. 

A dozen spokesmen for labor unions, 
municipal employes associations, the 
New York City comptroller’s office 
and the joint legislative committee on 
health insurance plans strongly op- 
posed the rate increases. Generally, 
they contended that A. H. S. surpluses 
are too large and that Blue Cross data 
supporting the application failed to 
prove the need for a 40% boost. Twice 
as many representatives of medical, 
hospital, welfare and charitable or- 
ganizations supported the increase on 
grounds that rising hospital costs must 
be met. 


was G. Kendall Hooton, chief examin- 
er of the Illinois department. Mr. 
Hooton related experiences of 17 years 
in the examination field, giving a 
graphic account of conducting exam- 
inations of small companies in such 
interesting but uncomfortable places 
as the back room of a butcher shop 
and in a livery stable. He said that al- 
though some companies feel as hos- 
pitable to the insurance examiner as 
befits an ogre, they nevertheless have 
come to realize that the examiner has 
a purpose—to assist the companies 
and the public. 


A report on the progress of the new 
NALU headquarters in Washington 
tempered with bits of humor was de- 
delivered by Lester O. Schriver, 
managing director of the National 
association, who also spoke at the 
salescapade the next day. Mr. Schri- 
ver restated his belief that the 70,000 
plus members of the National associa- 
tion were getting the best location for 
their headquarters in the world and 
that they were proving that they 
thought so too, with their contribu- 
tions for the building. 


New LIAMA President, Directors Shown 





Columbus Mutual. 


Pictured here are the new president and board members of Life Insurance 
Agency Managers Assn. elected at the annual meeting in Chicago last week. 
From left to right are: Frank B. Maher, new LIAMA president and vice-presi- 
ident of John Hancock, and directors Glen J. Spahn, 2nd vice-president, Metro- 
politan; Rufus Fort Jr., vice-president field research planning and development 
National L.&A.; Raymond C. Johnson, vice-president agency affairs New York 
Life, and Ben F. Hadley, vice-president and director of agency administration, 
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DEATHS 


HARRY STEINER, 63, a national; 
known million dollar producer an; 
senior partner of the Steiner, Nathap 
& Blitzsten agency of Equitable Societ, 
at Chicago, died at his winter home 
Miami Beach. He was also associate 
manager of the Feuer agency of Equj. 
table at Chicago. With Equitable for 3 
years, Mr. Steiner was an early men. 
ber of the company’s Million Dolla 
Club, qualifying in 1929 after only 45 
months in the business. He was a life 
qualifying and repeating member 9 
the Million Dollar Round Table, firg 
qualifying in 1930, and repeating ever, 
year since. A member of his company’s 
Group Millionaire Club for 11 year 
running, he led all Equitable agents jp 
production in 1946, for which he re. 
ceived the president’s award, and j, 
1953, 1955, and 1956. One of his bey 
production years was in 1955 when ke 
wrote $5 million of combined ordinary 
and group. Mr. Steiner graduated fron 
the Life-Trust institute of Chicago jp 
1930 and in 1932 became one of the 
first 100 CLUs. His intensive study of 
federal and state inheritance taxes 
laws, wills, trusts and stock retirement 
plans brought him national recognition 
as an authority on estate planning. He 
installed his first pension trust case in 
1936. A member of National Assn. of 
Life Underwriters and the Chicago as. 
sociation, Mr. Steiner was also active 
in philanthropic and charitable activi- 
ties. He was a director for life of Young 
Men’s Jewish Council in recognition 
of his work with underprivileged chil- 
dren, and he was founder of Harry 
Steiner Foundation for Cancer Re. 
search and Treatment. 





Wis. State Employes 
Get Group Life Plan 


Minnesota Mutual Life has_ been 
awarded an $85 million group life con- 
tract for about 16,000 Wisconsin state 
employes. The contributory life insur- 
ance program was authorized by the 
1957 state legislature. A_ screening 
committee of the newly created Wis- 
consin group life insurance board made 
the selection from eight bidders after 
considering a total of 23 bids. F. N. 
MacMillan, executive director of Wis- 
consin state retirement fund, will also 
direct the life insurance program. 

The group life program will begin 
Jan. 1 with legislators, judges and other 
elected state officials eligible. Up until 
now there has been no group life insur- 
ance plan for any state employe. 
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Because Nationwide Group Plans are flexible, more and 
more group writers rely on them—for a “fresh” approach 
to the difficult or unusual case...and as an effective 
means of closing more group sales! Nationwide offers: 


LOCAL SERVICE-with group experts strategically 
located throughout eastern America to provide on-the- 
spot quotations for standard coverages...skilled advice 
... real sales help in presenting a “custom-made” group 
program to your prospects. 


‘BROAD COVERAGE - ranging from all the standard 


group coverages to Major Medical and Super-Imposed 
















Group Life (extra protection when present group limits 
are inadequate). 


PROMPT CLAIM SETTLEMENTS — no prolonged nego- 
tiations. And Nationwide gives you several methods of 
claim settlements to choose from (including the popular 
new “draft” system. See your Nationwide group repre- 
sentative for full details). 


LIBERAL COMMISSIONS — payable on regular renewals 
for 10 years plus service renewals ...and a choice of 
graded or level commissions available to brokers. 
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Why don’t you find out more about 
Nationwide’s flexible group plans? 
Whether it’s a routine group case — 


| NATIONWIDE Greup Department, 246 NO. HIGH ST., COLUMBUS 16, OHIO 
I’d like more information on your flexible group plans. 





or one that needs special handling — | NAME 
you'll find Nationwide can show you | ,ppress 





the way to increased production and 
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greater profits. For all the facts... j city 
just fill out the coupon on this page. 
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| I’m most interested in [) Super-Imposed Group Life [) Major Medical | 
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MUTUAL INSURANCE COMPANY 
LIFE INSURANCE COMPANY 


home office: Columbus, Ohio 








NEW from State Farm: 


The Family Life Policy 


Important addition to the State Farm agent’s 
complete portfolio of policies for family protection 


State Farm Life’s new Family Life Policy is just one of a complete line —_ able, State Farm’s Career Agents are equipped to provide virtually 
of contracts which our agents have available to help them fit insurance _ every type of protection the modern American family needs for secure | 
programs to the exact needs of their clients...no matter what their _ living. This is indicative of the aggressive modern approach that has 
age or income bracket may be. helped State Farm Life reach the mark of a billion dollars of Ordinary © 

With top-flight facilities in the fire and automobile fields also avail- _life insurance in force, in its first 28 years of operation. 


STATE FARM ; 

For more information about any aspect of State Farm operations, simply write: 
Director of Public Relations, STATE FARM LIFE INSURANCE COMPANY, 
Home Office: Bloomington, Illinois insuaat 





